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GR PRODUCTS NEEDS MORE DEALERS 
TO MEET THIS INCREASING DEMAND 


TOP DISCOUNTS ... investigate and you'll agree that GR Products offers 
you fatter profits year in and year out. Popular discounts, less investment 
and growing demand of this natural addition to your line gives you the 
inside track for plus sales. 


COMPETITIVE PRICES ...GR movable partitions and walls are priced 
to sell. This colorful, quality made line is adaptable to the smallest com- 
pany budget . .. gives you the advantage over competition every time. 
GR’s exclusive features cannot be matched by competition. 


EXPERIENCED MANUFACTURER ...GR Products pioneered the devel- 
opment of distribution through Office Equipment Dealers. They know the 
problems you face and have provided the solutions by locating plants and 
salesmen to supply prompt, accurate assistance on your orders. 
SIMPLIFIED PRICING, TRAINING... GR Dealers seil easier and more 
profitably because of the simplified pricing and installation systems devel- 
oped exclusively for them. Regular selling seminars are conducted at your 
place of business by your area representative. 


Inquire today about GR Products Program to boost 
dealer sales efforts of movable partitions and walls 
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2417 EASTERN AVENUE, S.E 
GRAND RAPIDS, MICHIGAN 
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mw Deing specified by more and more all Tec 


Globe-Wernicke Techniplan — oo. nusus 


office furniture and equipment—is being used by a constantly increasing 
number of progressive architects. Here’s why. The standard interchange- 
able desk components give the architect and designer an infinite number 
of arrangements and custom adaptations to meet every requirement for 
office planning. Techniplan partitions are more economical to install 
because no alteration of lighting, heating, air conditioning or other 
existing facilities is necessary. They can also be quickly moved or re- 
arranged to allow for expansion or other changing conditions. Famous 
Car-e e n a Globe-Wernicke Techniplan desk components, combined with free-stand- 


ing Techniplan partitions, enable ali office space to become usable, 





efficient, profitable space. For these reasons, many of the nation’s archi- 


THE GLOBE-WERNICKE CO. 


CINCINNATI 12, OHIO 


tects and office designers specify Globe-Wernicke Techniplan metal 
modular furniture and equipment. Get complete facts on all the advan- 
Globe-Wernicke makes business a pleasure tages of versatile, flexible Techniplan today. 











Desk top attached to auxiliary top Techniplan work station complete with Multiple Techniplan work stations 


forms the besic “L’ unit. 














partitions when privacy is required. with free-standing partitions. 








Dazzling new SPRINGHILL, BOND is 
actually whiter than pure white salt 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


77HEN YOU FIRST see dazzling new 

'Y Springhill Bond, you sense your eyes 
are playing tricks on you. It’s so white! 
Then you hold a sheet to the light and 
you're really amazed. No watermark! 

The truth is, new Springhill Bond is 
whiter than any other unwatermarked 
bond paper on the market. A well-known 
research lab proved that new Springhill 
Bond was measurably whiter than salt, 
chalk, even surgical cotton! 

But this remarkable new paper is more 
than just white. It’s level and uniform, 
too. And crisp. Just try to pick up a sheet 
without making a crackling noise! 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17,N.Y. 
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Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 
do, you'll recommend it. 


Extremely printable 
We insure excellent results every time by 
cutting a sample ream from ev ery reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 








Look for this attractive new design. Handy 
“zip” openers on 842 x 11 reams. All cartons 
polyethylene-lined to control humidity. 
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" Business and pleasure will be com- 
bined soon by those of us who at- 
Mend the convention-exhibit of the 
National Office Furniture Assn. in 
Miami Beach. If you still are debat- 
“ing whether to make the trip, I sug- 
gest you turn to page 20 to see what's 
in store for convention delegates this 
year. In addition to the educational 
program, there will be acres of new 
furniture items on display. Some of 
Wthe products to be introduced at the 
“show are announced in our regular 
"New Products section this month. 

) Several other articles were timed to 
appear with this NOFA preview. A 
Fstory on page 68 describes the one- 
"two punch for furniture sales used New Products 11 
by a West Coast firm. Another story 
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Dealers in large metropolitan areas By Dr. Gordon Cross 
especially will be interested in an en- How George Stuart Does It . 28 
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job movement presented on page 32. Sl re . 
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In closing, congratulations to my By Donald Frey 
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sales management seminars sponsored wes ale > 
aly this year by the National Sta- Classified Advertisements .............. 92 
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study and discussion. NSOEA is 
planning a way to extend the benefits 
of 18 months of research to additional 
dealer members. The program is such 
that every dealer in the industry 
could profit from it. 





COVER PHOTO: Paul A. Freeman, Jr., head of 


dpc 


at Parker’s. See page 18. 


the office planning service at Parker’s in Pasa- 
dena, Calif., discusses color coordination with 
a customer. In the lower right is a typical BPA 
model office in miniature, part of the service 
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Gift Wrap Collection E 
0 : 
q NN Y ; 9 s 
- “DESIGNS FOR GIVING” : 
I - 
S the most exciting event 2 
; in gift wrap history! : 
ee a a 
| 
seeit MAY 17-22 | > i 
at the our new 


NEW YORK 
STATIONERY SHOW 


Hotel New Yorker, Rooms 1104-5-6 


together with hundreds of other 
original creations such as this in an 
entirely new gift wrap collection 
“Designs for Giving” by 
Reynolds Metals Company. 


REYNOLDS METALS COMPANY 


* DECORATIVE 


CHRISTMAS SERIES 


as well as our All Year Series, Fun Wrap 
Series and Package Decorations. 
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2 = Our coffee bar opens at 10 a.m. p 
en each day of the show. Pet 
see you there! 
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FOIL DIVISION 


101 South Robertson Boulevard, Los Angeles 48, California 















































(IPSULE COMMENTS 


“The office furniture retail industry has been the sleeping giant of the retailing 
industry . . . Sales in 1959 will soar far beyond the one billion dollar mark and 
more office furniture of all types will be sold than during any single previous year 
in the history of the industry.” — Melvin L. Levin, president of the National Office 
Furniture Assn. 











* * * * 


“By the end of the year, everybody in Sioux Falls, S. D., should know the products 
and services offered by Midwest-Beach Co. almost as thoroughly as if they'd helped 
with the annual inventory. This consumer ‘education’ is delivered in capsule doses, 
one a day like vitamins, upon the sound assumption that small (newspaper) space in 
the same choice position 365 days a year will keep the firm name uppermost 
in the minds of customers and prospects. Ad; range in size from a minimum of two 
columns, two inches, to a maximum of two columns, six inches, They appear daily 
directly between. a column of TV highlights and the TV program listings for the 
day .The process is painless and the results are cumulative.’ — From The Steelcase 
Circle, house organ. 

* * * * * 
“It costs a store $5 to $15 to make a trip to the customer to correct some minor 
fault that should have been caught by factory inspection. We do not believe that 
retail establishments can be both distributors and refinishers and operate success- 
fully.” — Claude W. Stewart, John Wanamaker executive and chairman of the 
Furniture Pre-pack and Inspection Committee of the National Retail Merchants 
Assn. 

* * * * * 
“Perhaps the greatest trend in our industry in the past few years has been in the 
direction of combining materials — yes, even wood and steel. We feel this is a 
step in the right direction; not only because products made in this manner have 
proven to be functional, attractive and long wearing, but also because such a 
move may lessen the tension that has existed between the so called ‘whittler’s’ and 
‘tin-benders’.’” — Editorial in Office Furniture, NOFA publication. 

* * * * * 


“The dictating machine market is about 75 percent unsold even in the United 
States and Canada. The market for truly portable voice recording machines is barely 
outlined. The market for specialized recording equipment, in government, industry, 
business and education, is largely untapped.” — C. K. Woodbridge, chairman 
of the board, Dictaphone Corp. 

* . * * “ 


“A sale is not made until our product is in the consumer’s hands. We believe that 
increased use of blister packs and wire displays reflect the trend toward easier, 
faster self-service for consumers and more efficient, economical merchandising for 
dealers. Wire displays through better presentation and greater variety of choices 
put a larger volume of carded, blisterpack goods into consumer hands, and with 
considerable space-saving at store level.’” — John M. Fisher, director of marketing, 
The Carter's Ink Co. 


* * * * 


In 1987 “at least one-half of our working population will be making and selling 
things that, as of now, are still unknown.” — Thomas Watson, Jr., president of 
IBM. 


* * * * * 


“You can buy a man’s time. You can buy a man’s physical presence in a given 
place. You can even buy a measured number of skilled muscular motions per hour 
or per day. But you cannot buy enthusiasm, you cannot buy initiative, you cannot 
buy loyalty, you cannot buy the devotion of hearts, minds and souls. These things 
you have to earn!” — Quoted at NRMA retail clinic. 


MODERN STATIONER, MAY, 1959 





from corner store to corporation— 


Your adding machine market is bigger with Burroughs! 


Eager to round up more sales in more markets? You 
can—with the famous Burroughs line! For here’s a 
line that features quality, styling and accuracy in 
each of its best sellers: Full keyboard models, ten 
key machines to 999,999,999.99 capacity, thrifty 
hand-operated and electric cash registers, plus several 
new models economically priced to reach the low- 
cost market. 

Another strong point: outstanding dealer support. 
Burroughs is always at it to keep you out in front all 
the way. Examples? Top-flight national, in-store and 
direct mail advertising support—the best the industry 


¢\ 
°o\ 
j 


Burroughs adding machines and cash registers 


offers. Personal marketing ideas from a specially 
trained Burroughs representative to help you cash in 
on concentrated pre-selling campaigns. 


Nothing sells and resells like quality and durability 
—as you'll readily discover when you investigate the 
further benefits of a Burroughs dealership. Take the 
opportunity now . . . just write Dealer Sales Dept., 
Burroughs Corporation, Detroit 32, Michigan. 


P.S. Another profit-puller: Burroughs fast-selling M&V 
carbons, ribbons and other supplies—including revo- 
lutionary plastic-base NU-KOTE carbon paper. 
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Storage Units 


A new group of executive stor- 
we units has been introduced by 
the Herman Miller Furniture Co. 
The units have been planned to 


supplement storage space 
te work areas. There 


basic versions in the group, each aa 


arefully worked out to 


yay >) 


Insulated File Display 1 

Protectall Safes offers dealers an 
electrically operated display as a merch- 
andising aid for their new insulated 
files. An exclusive feature in these files 
is the unique construction of the fol- 
lower-block in each drawer which auto- 
matically opens to permit easy-to-locate 
“V" position filing. Full roll out 
ball-bearing suspension drawers permit 
maximum visibility and eliminate lost 
filing space. The new files are avail- 
able in 4-drawer letter and 
models in “C” or “D” labels 


legal 


in execu- 
are five 


provide compact solutions to various 


storage needs. Cabinets in the group are walnut with a choice 
of new, close-to-the-wood or oil finishes. Desk and storage 
wit tops are available-in walnut veneer or laminated plastic 
Retail prices range from approximately $200 for the smaller 


abinets to $560 for an 


Wall Safe 





Sentry “E-Z Read” dial. 


New Chair Line 

_Emeco Corp. is now 
the “Colorado” 
adaptation of the 
and built by Emeco for 


modern Air Force Academy and 


Colorado Springs. The 
tures aerodesign, 


thick cushions 


tery. The new 
tiltproof, becau 
with the floor 
chair, two arn 
chair, 
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line, a commercial 
chairs 


extra-heavy 
Square aluminum tubing, anodiz- 
ed frames, mirror-smooth welding, 
of foam rubber and 
surable vinyl-coated cloth uphols- 


80-inch horizontal file unit. 


3 


John D. Brush & Co. announces 
a 20 percent price reduction and 
improved design and appearance 
for its S-6 wall safe. The S-6 can 
be easily installed between 16” 
studs or in a concrete wall or 
floor. It is asbestos lined for maxi- 
mum heat protection and carries 
the same insurance rating as any 
mercantile safe. The redesigned 
and patented three-number combin- 
ation lock is enhanced by a new 


4 
marketing 


created 
the ultra- 


line fea- 





line includes five chairs, each one virtually 
of the ball-and-socket glides which remain flush 
e five models are a distinctive executive swivel 
\airs, an armless occasional chair and a posture 
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Upholstered Furniture 5 

A modern line of upholstered 
furniture, with sculptured walnut- 
finished arms, has been introduced 
by Hamilton Cosco, Inc. The new 
line replaces their former line of 
chairs, settees, and sofas. It is more 
highly styled with thinner cush- 
ions, wooden arms and is better 
adaptable to sectional use. All units are priced lower than 
the former line. The new pieces are available in a wide 
selection of fine fabrics. Reversible inner spring or 
rubber cushions are available as well as inner spring back 
and foam rubber seat cushions. All cushions “float’’ on 
flexible steel bands, thanks to exclusive leaf spring suspension. 
Frames are of sturdy, tubular steel with Bonderized, baked-on 
enamel in ebony, metallic tan or white. Stay-level glides 
protect carpet and floors. All units are also offered with wall- 
saver legs. In addition there are six matching models of 
tables to compliment any single piece or sectional grouping 
The tables are available in a choice of new walnut or white 
marble tops. 


Steno Desks 6 

Smith System Mfg. Co. has an- 
nounced a major restyling of their 
line of typewriter and commercial 
training desks, presenting a new 
look in graceful, tapered legs and 
rounded corners. An all steel un- 
derstructure employs one piece 
welded round tubing construction 
with legs protected at the base by 
a heavy gauge satin chrome scuff 
plate. All models are available in 
the new design. 


Heavy Duty Shelf Truck 7 

Designed for heavy duty use, a new 
steel shelf truck by Bay Products can 
serve as a handy carry-all for an end 
less variety of things. Five-inch, easy- 
roll casters with rubber wheels make 
pushing and steering effortless even 
when heavily loaded. All trays, except 
the bottom one can be inverted to 
form flat top shelves. The trucks are 
available in two tray 
3614" high. Finish is super-durable 
forest green baked enamel applied 
over phosphate rust inhibition 


Radio Desk Set 8 
The ultimate in desk sets is now 
being offered by the Parker Pen 
Co. This double pen set is equip- 
ped with a transistor radio for 
the man who wants to keep abreast 
of developments about him 
or simply enjoy a bit of soft music. 
Fitted with Parker's new desk 
pens, it also features a large plate 
for engraving. Retail price of this 
set is $120. 


foam 








sizes and are 








(Continued on page 62) 


Stores youd be proud to call your 0 


McWhorter -Young 


San Jose, California 





Bulman wall shelving and island units help 
McWhorter-Young do large volume in small space. 


Bulman planning and fixtures profit- 
ably utilize modest selling area 





McWhorter-Young’s Valley Fair Store in San Jose, 
California is one that any stationer would be proud 
to have. The selling space is modest — only 1500 
square feet — yet creative planning has made the 
most of the store’s key traffic location. “Bulman 
fixtures display a tremendous amount of merchan- 
dise in a very limited area” and produce “additional 
sales at minimum expense.” All this without crowd- 
ing, without infringing upon the planned open look 
that makes self-shopping so pleasant. Your store 
can look as attractive as this — and be as profitable. 


Call your Bulman representative—or write Dept. M. 


“LEADERSHIP BUILT ON THE RESEARCH AND 
EXPERIENCE OF OVER 34,000 STORE INSTALLATIONS” 


THE BULMAN CORPORATION 


Grand Rapids 2, Michigan 


NEW YORK, FT. LAUDERDALE, INDIANAPOLIS, MILWAUKEE, LOS ANGELES: 


Offices in principal cities @ Canadian subsidiary: Bulman of Canada (Store Equipment) Ltd., Toronto 
q 
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Chances of enactment of a national resale price maintenance law are 

= being substantially reduced by a split in the ranks of the supporters of 

»Fair Trade. Recent hearings before the House Interstate Commerce Committee 

found retailers backing the bill by Committee Chairman Oren Harris (D., 

P Ark.) and manufacturers seeking enactment of one by Rep. Frank Boykin (D., 

Ale.). The manufacturers, as represented by the American Fair Trade Coun- 

cil and the Quality Brands Associates, apparently not only are fearful of 

the price-fixing implications of the Harris bill but also doubt that Con- 

» gress has the power under the Constitution to interfere with prices set by 
a retailer in strictly intra-state commerce. 





Both the Boykin and Harris bills are designed to halt price-cutting 
of branded merchandise, but the Boykin bill seeks to sidestep Constitutional 
Obstacles by regulating the use of the brand, which does move in interstate 
commerce. It also seeks to establish the principle that the brand or 
trademark remains the property of the manufacturer, even though the retailer 
by purchase acquires the actual commodity. Thus, under the Boykin bill, a 
discounter could continue to cut prices on Apex-Super brand typewriters, 
= for example, ‘but the manufacturer could legally cut him off from future 
supplies and could enjoin him from using the Apex-Super name on typewriters 
bought previously. 


, Retailers, at the committee hearings, were virtually unanimous in back 
» of the Harris bill, which follows pretty well the traditional Fair Trade 

= approach by permitting suits against retailers who sell below the price set 
» by the manufacturer. The Harris bill, however, would be national in scope, 
instead of merely propping up state Fair Trade laws as does the McGuire Act. 





Another serious obstacle to any type of Fair Trade legislation is the 
strong opposition of the AFL-CIO. In the past, the union took no stand on 
» resale price maintenance, but its representatives told the committee that 
the AFL-CIO is now against the legislation on the ground that it raises 
Prices to the consumer. 


Rep. John Bell Williams (D., Miss.), who termed himself a supporter of 
Fair Trade, expressed his concern over a national law. He commented, "I am 
concerned about the extension of federal authority, and I'm also concerned 
that retail sales become acts in interstate commerce.” Rep. Williams said 
it looked as if Congressional regulation of retail prices could easily lead 
to extension of federal minimum wage and maximum hour laws to retailers. 
Following the same thought, Will Williams, Attorney General of Texas, con- 
» tended that enforcement difficulties would lead to federal licensing of 





retailers, with licenses being denied to price-cutters of any kind. He 

also forecast that the legislation would set a precedent for putting on 7 
retailers the obligations of the Taft-Hartley Act requiring recognition of 
labor unions. 


Sen. Hubert Humphrey (D., Minn.), a backer of the Senate Fair Trade 
bill, has now introduced more limited bills. One, a loss-leader bill, 
would bar sales at less than a retailer's delivered cost. A second bill 
would permit private firms to sue for treble damages under the Robinson- 
Patman Act in the event of sales at “unreasonably low prices where the efal 
fect may be to injure competition." 7 


Consumer spending on stationery has been found by Commerce Departments 
statisticians to be closely tied to take-home pay, with a 1.2 sensitivity 
ratio. Thus, if national take-home pay increases 1 percent, purchases of 
stationery and other writing supplies go up 1.2 percent. On the other 
hand, a decline of 1 percent in take-home pay is followed by a decline of | F 
1.2 percent in spending for stationery. 





A two-year breathing spell and then a general crack-down on odd-size@ 
mail are steps decided upon by the Post Office Department after a compress 
hensive study of envelope standardization ordered by Congress in the last. 
postal rate increase legislation. 





Automation in mail handling will require elimination of many odd sige 
and out sizes of mail and the imposition of premium postage rates on some® 
sizes that the Post Office is willing to process manually. 


Because of the decision that a general revision of size regulations 
will be necessary, the Post Office has decided to postpone its regulation® 
banning any domestic mail less than 2 3/4" x 4". The regulation was 
scheduled to go into effect on July 1, 1959. 


The Post Office now plans to issue, effective July 1, 1961, a regulat 
making non-mailable first and third class mail smaller than 3" by 5". A 
to be eliminated as of that date are letters and mailed advertising matter 
not distinctively rectangular. Barred will be square envelopes and such 
Mailing pieces as triangles, octagons and wedges. A final decision has 
to be made on procedure for mail larger than 5 3/4" by 11 1/2", but the 
probability is that the Post Office will handle such mail at a premium ray 





Other matters proposed by the Post Office for regulation, but still @ 
under study, include placement of envelope windows, sealing of third class) 
envelopes, maximum thicknesses, weights and resistance of envelope stock 
and colors of envelopes in relation to stamp and postage meter colors. 


The Senate may delay until next year consideration of the Keogh bill | 
to permit the self-employed a tax deduction for payments on an individual § 
retirement plan. Proponents feel the bill would have a better chance of | 
escaping a veto next year. The House passed the bill by a margin in excess 
of a two-thirds majority. . . . The National Retail Merchants Assn. has 
filed a statement in opposition to a pre-merger notification bill in its 4 
present form, requesting a specific exemption for retailers from the legi 
lation which would require proposed mergers to be registered 60 days in 
advance. . . . An Interstate Commerce Commission examiner has sided with 
parcel post user groups in opposing a proposed 25 percent increase in 
fourth class postal rates. 














THE NEW NASCON | 
“AT-A-GLANCE” BOOKS 


PULSE SALES i ltrolf! 


oO 


“Just-what-I-need” desk or pocket-size book for numbers in the popular Nascon Line, plus NEW 


every customer ... just what you need for effortless #640PA Personal Assets Book. 46 books in all 
impulse sales, and fast, profitable turnover. 


The Nascon IMPULSE ASSORTMENT includes a Assortment includes 8 PROVEN impulse sales 


deliver a total retail turnover of $51.30 to you. 
Set this jewel (less than 1 ft. square) of a counter Order Eaton’s Nascon Impulse Assortment now . . . 
display where customers will be sure to see it W hile you will be reordering these non-seasonal highly- 
they wait for change, and you'll keep their change! profitable books throughout the entire year. 


_—Maseon IMPULSE SALES ASSORTMENT No. 159 ~) 
: ae Household Budget & Expense Books @ $1.50 a 


$6.00 
#640PA Personal Assets Records @ $1.00 6.00 


#130AR Auto Records @ $1.50 6.00 
#907 Memos To Me Books @ $1.20 7.20 
#151 Expense & Tax Records @ $1.50 6.00 
#908 Memos To Me Books @ 85c 5.10 
#6 Tel-Address Jr. @ 75c 4.50 
#P6 Tel-Address Jr. (Pastel Colors) @ 75c 4.50 
#180 Duodex Books @ $1.50 6.00 


TOTAL RETAIL VALUE $51.30 i 


SELL BEST BECAUSE THEY TELL BEST 


~ r 7 rT) x 4 eo = + “AT-A 
‘ * ” > —iien, 
wAN | ( i. N — : 2 » a Nascon giance' Products 


EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS * Showroom: NEW YORK, 475 Fifth Avenue 
- = «= for more details circle 132 on last page 
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Springtime, graduation time, or any time, 

Olivetti dealers benefit from these profit- 

boosting factors: (1) Full value to customers, 

who appreciate the rugged, trouble-free con- 

struction and many exclusive features of both 

Olivetti portables; (2) Powerful advertising e t » . 
support; (3) Full profit to the dealer on every c i i WV 4? ; 
sale. To learn how you can become an Au- 

thorized Dealer, write to Portable Division, 

Olivetti Sales Corporation, 375 Park Avenue, 

New York 22, New York. 


- - + for more details circle 168 on last pag? 
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/n my Opinion 


More About .. . 


don't like to harp on one subject 
or even try to contribute a great 
Jeal more to a subject that has been 
bly and thoroughly covered by many 
ompetent personalities. I 
jon't like to, but I will. 

When the subject at hand is of as 
vital importance to the dealer in the 
stationery and office equipment field 


business 


as is the development of the “home 


front” market, and so few dealers 
make a concerted effort to exploit it, 
| think continued attention by all 
f us in a position to spotlight its 
values is not only justified but es- 
sential. 

Here is a market waiting to be 
leveloped, one actually fashioned by 
uur economic trends. The movement 
to suburbia, the increase of business 
travel, the ever-mounting quantities 
{ paperwork and the income-sapping 
personal tax structure all children 
form the 
ground on which to build a market. 
It's our job to erect the edifice. 

Some building has been done, to 
de sure, but it has been too noticeably 
onfined, in my opinion, to dealers 
who handle furniture almost ex- 
lusively. This dealer, of course, has 
much to gain, but so does every re- 
taller in our industry. Consider what 


in office-in-the-home boom can do for 
you 


f our economy today 


Sure it would mean sales of desks, 
abinets, accessories and those items 
we class as ipital investments, but 
a good deal more. It 
could mean, and would mean, supply 
sales that are associated with these 


it could mea: 
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THE OFFICE IN THE HOME 


capital goods items. It would mean 
additional supply sales from a new 
and not so obvious source. 

We think of home offices today 
being used by the night-busy execu- 
tive, the 68 percent among the na- 
tion’s management men who take 
work home. We point ahead to the 
salesman’s and professional man’s use 
of these offices, but the additional 
sales I refer to fall into a broader 
category. 

As the office-in-the-home becomes 
more and more part of the American 
way of life, we'll see office habits and 
efficiency creep into every home. 
There will be better family records 
on matters pertaining not only to fi- 
nances but to normal, social corres- 
pondence. This will mean more filing, 
more copies, more carbons and a rise 
in all home supply sales. 

It seems to me, too, that in an 
atmosphere of office efficiency, the 
youngster in a home will likewise de- 
velop office habits which will further 
boost consumption of supplies. 

No, it’s not only the office furni- 
ture specialist who should be cam- 
paigning for the development of the 
office-in-the-home market. It’s every 
dealer in our industry. Are you? 

How do you go about developing 
this market in your community? There 
are numerous 


specific actions, of 






course, but one general way is to 
develop consciousness of the import- 
ance of the office-in-the-home. 

Be conscious of it yourself. Make 
your employees, especially your sales- 
men, conscious by your conversation. 
Urge them to make your customers 
similarly conscious of the home-front 
otfice. 

Through this consciousness, promo- 
tional ideas will appear. Until they do, 
there is no harm in “borrowing” from 
others who have enjoyed success. 

These methods have been applied: 

1. All store personnel prohibited 
from referring to a “den.” It 
must be a home office. 
Customer mailings spelling out 


N 


tax advantages. 
i < 
3. Housewife-slanted local 
tising. 
i. Transportation 


adver- 


advertising to 
reach traveling men and com- 
muters. 
Office-in-the-home 
local decorators 
These suggest many more things 
the alert dealer can do to stimulate 
the potentially great office-at-home 
market. And, regardless of what type 


contest for 


wr 


of product you may want to feature, 
the general development of this mar- 
ket will be a bonanza for you. 

Shouldn't you have a share in stim- 
ulating it? 


Maceth? Shaved 















































A complete kit of customer 
services in an office 
furniture department 
includes the professional 
hand of an office plan- 

ning consultant. It gives 
the dealer something 

extra to sell, as pointed 
out in this article from 
the West Coast 


Parker’s glass front gives the passerby an 
several of the model offices along the left 


Planning Serv 


4‘ ree office planning and office 

decoration service combined with 

an eye-catching display of six model 

executive offices have opened wide 

the door furniture for a 

Southern California stationery and of- 
fice equipment dealer. 

The successful combination of serv- 
ice and display was inspired by the 
conviction that just as a home owner 
will often buy more extensively and 
obtain better results if guided by an 
expert interior decorator, so a business 
executive in furnishing his office will 
likewise welcome and profit by the 
services of an expert, in this case an 
office interior design consultant. 

One company which offers this 
service is Parker’s Pasadena, Calif. 
After 37 years of selling a wide range 
of machines stationery 


to sales 


business and 
items, the two partners, Warren and 
R. J. Parker, expanded by moving in- 
to a new store covering 12,350 square 
feet, so that Parker’s could do a better 
job of selling office furniture and 
accessories. 

The new Parker's, which provides 
a beautiful and appropriate background 
for the executive office furniture dis- 
plays, won the Store Modernization 
Award of the National Stationery and 


SUPPLIES 


MACHINES 
OFFICE Seon iT aa 





excellent view of the interior, 


i 
wall. ncloding 


Office Equipment Assn. in 1956. The 
office planning service has been win- 
ning sales for Parker's ever since. 

The store offers prospective cus- 
tomers three different types of guid- 
ance, all without charge. Which serv- 
ice, or how many of the services, will 
be utilized depends upon the cus- 
tomer’s needs and desires. 

* The customer may be given @ 
complete color coordination design 
This will be accompanied by color 
samples consisting of exact cuttings 
of the carpet, upholstery materials 
and draperies recommended, witli 
manufacturers’ pictures of the fume 
ture. 

* A sketch may be made giving 
the over-all picture of the office lay 
out and the furniture suggested. 

* As an extra service, a complete 
model in miniature may be made up, 
giving the customer a comprehensive 
view of how the completed office will 
look. 

Although home owners have been 
psychologically “‘sold’’ on interior dec: 
orators for the past 15 or 20 years, * 
is realized at Parker's that in the bust 
ness world the use of decorators 4 
of fice planning consultants is com 
paratively new. Therefore, Parker 
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1, 1959 


2 


muttered appearance. 


floor displays with too much stock. 


salesmen have been diligently calling 

architects, contractors and real 
estate companies which lease offices 
who may be 
their offices. 


businessmen 
refurnish 


and also 
planning to 
"This is an age of specialization,” 
out. “You have 





the salesmen point 














much of the appeal of Parker’s display areas lies in their 
Budget furniture and used furniture 
ge located on the second floor to avoid crowding the main 


\ 


and each 


Each of the six displays features a different line of furniture 
includes appropriate decorator accessories. 
background music, supplied by sound engineered high-fidel- 





Soft 


ity components, heightens the artistic effect. 


been accustomed to consulting experts 
in materials, products, procedures and 
so on. It is only natural then that 
you should call in an expert on office 
interior design to plan and decorate 
your office to suit your exact needs. 
His ideas will increase your efficiency 


















































A wide terrazzo main 
aisle separates the 
stationery department 
from the six model 
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of the store. 


lar 


9@ conference room. 
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The private office of R. J. Parker, at desk, is as 
attractive a display as the model offices in the front 
An adjustable partition at the left, 
behind Warren Parker, in the side chair, permits 
the partners to convert two private offices into one 


offices which line 
one wall at Parker’s. 





Diglay = Furniture Sales 


by giving you congenial, uncluttered 
surroundings in which to work.” 
The desirability of having a skilled 
consultant for office planning is fea- 
tured in a brochure distributed by 
Parker's salesmen. In large letters it 
headlines the slogan: “IT WILL PAY 
YOU TO USE THE EXPERT AT 
YOUR SERVICE TODAY!” 
The head of the office planning 
and office decoration service at Par- 
ker's is Paul A. Freeman, Jr. (see 
cover picture), who is also head of 
the furniture department. It was Mr. 
Freeman who designed the layout for 
Parker's handsome new store which 
won the Store Modernization Award. 
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tions,’ reports John R. Gray, executive 
director of the National Office Fur- 


niture Assn. “Already we have more 
Aerial view and ‘ 
map show rela- 
tive positions of 
the NOFA Exhibi- 
tion Hall and the 
Fontainebleau, 
headquarters ho - 
tel. 


exhibitors than ever before and 


Age‘ Is Theme 
Of NOFA Show 


The 13th annual Convention-Exhibit of 
the National Office Furniture Assn. will 


include the greatest display of 


office furniture ever shown 


S on one floor. More than 5,000 persons 
aT ST. “Ay Ap / Beach —_ 
0 eye 5TH ST. are expected to attend the Miami Beach show 
4,4 Miami Beach 
<> Op S/Kenne! Club 
~ » Fisher | er, 
. 's . > 
6 Cu 
_\ Norris Cut 
Virginiz “Vi lami is shaping up as_ the registration is climbing toward another 
sa finest of all NOFA conven- all-time high.” 


Desks and chairs, as well as files 
safes, cabinets, bookcases, draperies 
carpets and a wide range of acces- 
sories, will fill the 300 booths of the 
new Miami Beach Exhibition Hall 
May 1 through 4. Exhibits will be 
laid out in a circular pattern which 
NOFA describes as the ‘Wheel of 
Progress.” 

Just a sunny stretch up the beach 
at the Fontainebleau Hotel, members 
of the industry will convene for theit 
sessions on ‘Selling Office Furniture 
in the Jet Age.” Keynote speaker will 
be Walter H. Johnson, Jr., vice pres 
ident and director of Capital Air- 
lines. His topic will be “Selling in 
the Jet Age.” Also calling attention 
to the theme of the convention will 
be a giant Bullpup missile, borrowed 
from the Martin Co 

The headquarters hotel is described 
as the largest luxury resort of its 
kind in the world. Built at Collins 
Avenue and 44th Street on 14 acres 
of the former Firestone estate, it has 
565 rooms, two swimming pools, 
formal gardens and a yacht basin 
which can accommodate 50 boats. Onc 
of several night clubs and lounges in 
the hotel can seat 500. Other nearby 
hotels to be used by convention 
delegates include the Deauville, Caril- 
lon, Roney Plaza, Saxony, Lucerne 
di Lido and the Shore Club. 

A special feature of the show this 
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var will be a model office-in-the- 
home display 

Farly arrivals again will be able to 
' e of an all-day sales 
e conducted April 30 
fom 9 am. to 5 p.m. by Dr. Joseph 
W. Thompson of Michigan State 
University. Chairman of the sales in- 


McKnight, Lacka- 


uke advant 
qstitute, tO 


¢itute is Dale J. 
wanna Leather Co. 
Separate workshop 
jelers, manufacturers and representa- 
ives will be conducted Saturday 
morning, May 2. R. P. Lewis, who 
darted his own firm 25 years ago in 
flint, Mich., and now has branches 
9 four other cities, will direct the 


sessions for 


gssion for dealers. 

James C. Hearn, Atlanta, will head 
the workshop for manufacturer repre- 
sentatives and J. M. Eppinger of B. 
G. Messberg Co. who has been in 
the office furniture field since 1928 
will be chairman of the manufacturers’ 
workshop. 

In addition to NOFA’s annual 
banquet, the Saturday night entertain- 
nent on May 2 will include a water 
show at the Fontainebleau pool and 
entertainment. The ladies 
program will include a style show and 
both boat and_ bus. 
Something new in post-convention 
ativity will be an optional four-day 
trip to Grand Bahama Island, 65 
miles east of Miami. 

George L. Stuart of George Stuart, 


musical 


sightseeing by 


Se 
{ 
| (The 
{ 
{ Th F 
ursday, April 30 

9 a.m. - 5 p.m. Sales Institute. 
{ Friday, May 1 
9 a.m. - 10:30 a.m. General 

session 

{ 10:30 a.m, - 12 noon Office 
{ furniture management clinic. 
4 12 noon Group luncheon. 
{ 2pm. -9 p.m. Exhibits. 
{ Saturday, May 2 
{ 9:30 a.m. - 11 a.m. Separate 
i Workshop Sessions for deal- 
ers, manufacturers and rep- 
{ resentatives 
{ 


bee ~ 
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~—-Program Highlights ~~-~-~-~~~—+ 


Fontainebleau Hotel and Exhibition Hall will he the 
'cene of all NOFA a tivities.) 



















evening. 








Inc., Orlando, Fla., is general chair- 
man of the convention, assisted by co- 
chairman V. L. Caldwell of John 
Wanamaker, Philadelphia. The presi- 
dent of NOFA is Mel Levin, Business 
Equipment Corp., Boston, Mass. 

Some of the new features and new 
products to be introduced at the ex- 
here. A list of 
exhibitors follows, and additional of- 
fice furniture news will be found in 
the New Products section, starting on 
page 11. 


hibit are described 


11 a.m Workshop reports. 

12 noon - 6 p.m. Exhibits. 

6:30 p.m Aquacade water 
show 

7:30 p.m. Banquet and en- 


tertainment 
Sunday, May 3 
10:30 a.m. Non-denomina- 


tional religious service. 


12 noon - 7 p.m. Exhibits. 
Monday, May 4 
10 a.m. - 4 p.m Special ex- 


hibit showing for guests. 


gg ge eg ge ag eg eg ge ge gr ge ge oe 
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Gretchen Wyler, svelte blonde chanteuse, will be 
the headline entertainer at NOFA'’s annual banquet, 
May 2. The Florida bathing beauties will be part of 
a water show for NOFA delegates earlier the same 





Preview 


Alma Desk Co. is showing its new 


molded 
high-pres- 


Skulptura Series, with soft 
curves in walnut and plastic 
sure laminate tops 

Artistic Desk Pad and Novelty Co. 
will exhibit a complete line of 
baskets — solid walnut, mahogany, soft- 
tone (limed) oak and golden oak. Spe- 
cial emphasis is put on styling, finish 
ing and packaging 


wood 


Baumritter Corp. offers as its newest 
sensation the Viko collection of smartly 
styled tubular metal furniture, includ- 
ing a handsome swivel chair to retail 
for $19.95 


Bentson Manufacturing Co., while of- 
fering new colors and new products such 
as modular assemblies and desk-safe com- 
binations, will still feature its standard 
general office ‘flat top’’ desk. The fact 
remains, say Bentson spokesmen, _ that 
double pedestal desks and standard files 
are the units that sell on a large scale 
and bring most profit to dealers. 


Borroughs Manufacturing Co. will dis- 
play its new garment rack line, new 
swinging door storage cabinet and other 
new items. 


Columbia-Hallowell Division of Stand- 
ard Pressed Steel Co. will feature two 


21 






















new comfort-designed posture chairs in 
its extensive office furniture display. A 
new executive chair has an independent- 


ly-operating back which can be tilted 
without moving either the seat or arms 


of the chair. A new secretarial chair 
features tapered steel tubing legs 
Columbus Coated Fabrics Corp. is 


featuring Colovin Vinyl upholstery fab- 
rics and the Guard Coordinated System 
of architectural wall coverings. The wall 
covering system, with five varying quali- 
ties offered, is designed for non-resi- 
dential use and includes 20 distinctive 
patterns. New patterns in the upholstery 
fabric are Milano, a silk moire number 
British Calf, a crushed grain, leather- 
like finish; and Tapestry, a vinyl with 


the look and feel of authentic needle- 
work 
Cottonsmith Furniture Manufacturing 


Co. will introduce three new patented 
ideas to the office furniture field. One 
is an automatic lifting platform for type- 
writers in a desk drawer. Another is an 
automatic drawer leveling device. The 
third new idea is a reminder top which 
permits visual review of and easy ac- 
cess to notes and memos on the desk- 
top without disturbing the glass. The 
Cottonsmith 700 Series, a modular 
grouping, features Duran-Clad tops as 


Additions to Hale Industries bookcase 
line include models with sliding glass 
doors and others that can be used as 
room dividers. 


—— 
S 


ov 
















pana ndassDassaad® | 


This Skuliptura 
Series will high- 
light the Alma 
Desk exhibit. 




























well as walnut veneer and melamine 
plastic tops. A radiant heating panel 
with individual controls is available for 
modesty panels. Also on display will 
be a new walnut finish called Star-Fire 


and the 500,000th case produced by Cot- 
tonsmith 


Delta 
ies, Inc., 


Products Div. of Air Accessor- 
will display a completely new 
line of fiberglass furniture for both in- 


terior and exterior use. The line in- 


cludes a stacking chair and tables. Also 
shown will be the full Delta line of 
transparent chair mats and desk tops. 


Duraloom Carpet Mills, Inc. is fea- 
turing carpeting woven of hard-twist, all- 
wool yarns, permanently mothproofed 
and in carefully har- 
monize or complement current trends in 
Astra, Astratweed, 


colors selected to 


office furniture decor 


Karibe and Homespun carpets will be 
shown. 
Eagle Ottawa Leather Co. plans to 


show color transparencies of its line in 
use on office furniture and leathers from 
the Down Cushion line. Also in the 
booth will be swatches from other lines 
in the Guildhall, London Glaze and 
Nottingham series, plus swatches of some 
new ideas for textured surfaces 

Emeco 
models in its 


will feature the five 
“Colorado” line, a com- 
mercial adaptation of the stylish chairs 
created and built for the new Air 


Corp. 


Force 


Academy. The chairs have extra-heavy 
square aluminum tubing, anodized 
frames, thick cushions of foam rubber 


and vinyl-coated cloth upholstery. 


Faultless Caster Corp. will be show- 
ing for the first time a new ball-type 
caster, the ‘“Royal-Roll.” The “wheel” 
of the new caster is actually a ‘Rub- 
erex” ball 2 inches in diameter. 


General Plywood Corp. will display 
its Exec-Units for office partitioning, 
available in three pastel shades plus 
natural walnut. 


ings, ceramic ash trays and 


Gift Craft Leather Co. will introduce 
a new collection of ceramic wall hang- 
museum 





reproduction sculpture. Also shown will 
be a Paul McCobb designed desk 

the Director desk set and other desk ag. 
cessories. 


Hale Industries is ntroducing addi 
tions to its 1100 line of “Sheer Look” 
bookcases. New features include slide 
ing glass doors and a bookcase-roome: 
divider with the back finished in 
penciled-stripe walnut 


Hamilton Cosco will display its com. 
plete line of office seatin 


£ in a wide 
range of fabrics and colors. Included 
is a newly introduced modern line of 
upholstered furniture with  s¢ ulptered 


walnut-finished arms 


Hercules Seating Co. will feature , 
new adjustable lectern, available with 
either motorized or manual adjustment 
Also on display will be other models 
suitable for sales meetings or confer 
ences. 


Hoosier Desk Co. is adding 8 to 10 
new cabinets and various 
its Functional 5000 


size tops to 
Leader Series 


Jasper Seating Co. will show a new 
executive posture chair in its Craftsman 
Supreme Group, available in Nauga 
hyde or top grain leather. 

Johnson Chair Co. will have ready 
for distribution at the show its new cata- 
log and price list. The 42-page catalog 
contains striking pictures of the full 
Johnson line. 


Marnay Sales Div. of Rockaway Metal 
Products Corp. will display a Desk 
Partitioner featuring new design and con- 
struction, the new Partitioner panel in- 
sert, a new group of modern decorator 
colors, a line of contemporary chairs 
featuring laminated, contour shell con- 
struction, metal transfer cabinets for 
machine posting equipment, a new line 
of modular executive office furniture 
and Partitioner offices in four different 
heights. 


A complete line of wood baskets will 
be featured by Artistic Desk Pad and 
Novelty Co. 
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this corner unit of Cottonsmith’s is from the 
Modular 


#700 Series All Walnut 


company’s 
Grouping. 


Masland Duraleather Co. will feature 
wo of its latest Duran vinyl upholstery 
satterns, Maverick and Klondike. In 
iidition, the company will show Duran 
lad and Clad-On. The former is a semi- 
gid vinyl decorative surfacing which 
an be laminated to metal or hardboard 
The latter is a vinyl sheeting with an 
idhesive backing which can be applied 
any flat or curved surface. All of 

products are available in a wide 
ange of colors and patterns. 


Meilink Steel Safe Co. is showing a 
new style double door safe, an improved 
nodel of a singled door Class “C” 
afe and insulated files, home vaults and 
ypewriter stands. The display will call 
attention to the company’s 60th anni- 
ersary in the safe business. 


National Plastic Products Co. will fea- 
ture a display of Nevamar in eight new- 

introduced office furniture patterns 
and also the newly introduced Saranspun 
rapery material 


Office Equipment Mfg. Co. will show 
ts Perma Snap Binder line and _ its 
Permafile Corrugated Storage Box. 


Parkwood Laminates, Inc. is a new 
echibitor at NOFA which for a num- 
ber of years, however, has supplied 
laminate to designers and manufacturers 
such as Jens Risom, Stow Davis and 
Myrtle Desk. The company says it is 
the only manufacturer making a line 
ot high pressure laminate incorporating 
genuine wood veneer. Parkwood will 
be featuring a new line of exclusive 
Superwoods, said to offer the warmth 
and textural feeling of real wood 


Peter Pepper Products, which has pre- 

Mously shown mostly wall decorations, 

Will introduc: complete new line of 
k accessories 


Protectall Safes will feature a_ series 
of sales tools designed to help dealers 
sell more insulated 
Safes and insulated 
aids include « 

d window disp! 
fnvelope stuff 


record safes, money 

files. The dealer 
ogs, electrically operat- 
iys and a series of six 


MODERN STATIONER, MAY, 1959 





Ceramic wall hangings on 
oiled walnut are part of the 
collection to be shown by 
Gift Craft Leather Co. 


Sturgis Posture Chair Co. is present- 
ing for the first time additional models 
in its Fiber including an 
arm chair and a stacking chair. The regu- 
lar line of steel office chairs also will 
be shown 


Glass lin 


Tiffany Stand Co. will show its com- 
plete line Model 2300 
Utility table designed for use with copy- 


including the 


ing machines, similar 


equipment 


duplicators and 


Tiffany representatives will 


hold their semi-annual regional sales 
meeting during the convention 
Tropicraft, Inc. will show its most 


recent designs of Woven Wood draper- 
1es and Woven 
Wood is also fashioned into area di- 


shades for office use. 


viders, floor screens and folding doors 

Troy Sunshade Co. will have a display 
of its “Cymbal” office 
Frames of the 
a specially shaped alumi- 
num extrusion been gold 
rubbed in finishes 
green, tea brown and 
antique white. Seating pieces all have 
foam rubber. Tops of tables and desks 
are a high-pressure laminate in warm 
white with flecks of gold 


furniture for 
and reception room use 
furniture are 
which have 
anodized and hand 
of taj red, taj 


Tapered steel legs and a self-aligning 
back are features of this new secretarial 
chair by Columbia-Hallowell. 










































é 
é 


Alma Desk Co. 






A metal Viko swivel chair to retail for 
$19.95 willl be part of the Baumritter 
display. 





Exhibitors 


A 
D430-D433, D441-D445 


Charles Hayworth, J. C 
D. R. Hayworth 


Turner, 


Anderson-Hickey Co. F632 
Denny Gains 

Art Steel Co. G765-G768, G775-G778 
Irving M. Levy 

Artistic Desk Pad & Novelty Co. G752 
William Stein, Al Meyer 
Seymour Geller, Nate Strauss 
Ken Miller, Jim Young, Jess 
Musgrave 

Associated Plastics Co. D452 
James L. Berggren, Jr 

B 

Bassick Co., The F641 

E. F. Wheeler 


Baumritter Corp. B265-B266 


Milton Gilbert, Jules Davis 


Bay Products Inc. Al0ol 
Robert Halstrick 
Bentson Mfg. Co. B280 


Marshall Gayle ’ 
Berkey Leather Furniture 

Corp. 

William Berkey 


B285-B286 


Bernard Franklin Co. H840 
B. E. Featherman 
Bevco-Precision Mfg. Co. B200 


Mrs. M. M. Bevington 
Blair Aluminum Furniture Co. B271-B272 


S. MacKerer 
Boling Chair Co. D430-D433, D441-D445 
J Boling 


Borroughs Mfg. Co. D400-D401 


Robert L. Cody 


Brush, John D., & Co F663 
John D. Brush, Jr 
c 
Challenger Sales Co. B263 
Ralph Vogel 
Chicago Lock Co. F622 


. B. Shinn 

Cochran, W. C., & Associates 
Irwin Feldman 

Cole Steel Equipment 
Co. B240-B243, B250-B253 
Victor Sheinman 

Columbia-Hallowell Division, 
Standard Pressed Steel Co. 
A. W. Scott, Jack Emhardt, 
Frank Puckett, Bob Slater, 
Wib Kreider 

Columbus Coated Fabrics 
Corp. 
Harold L. Hays, Richard T 
Paul, William Dillon, James 
Evans, Richard W. Overmyer 

Contour Sales Inc. E545, E555 
John P. Menge! 


C354-C355 


D420-D423 


A165-A166 
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Woven Wood draperies and shades, 
like those in the background here, will 
be offered by Tropicraft. 


Corry Jamestown Mfg. Co. H830-H833 
W. Bruce Ellsworth 

Costa Mesa Furniture Mfg. Co. E532-E533 
Jackson Gregory, Jr 


Cottonsmith Furniture Co. F630-F631 
Edward Cotton 
Cramer Posture Chair Co. F632-F633 
Ed. F. McClure 
D 
Darling, L. A., Co. C377-C378 


Warren Snyder 
Davis Upholstery Co. 
J. T. Davis 
Dazor Mfg. Corp. 
S. Raymond Woll 
Delta Products Division C345 
John Gillette 


G740-G741 
F661-F662 


Designcraft Metal Mfg. Corp. F660, F670 
Joseph Eckstein 
Despres Bros. Wood Products Co. D455 
Bernard L. Despres 
Dorset Steel Equipment Co. C363 
Sol Gould 
E542-E543 


Douglas Furniture Corp. 
E. D. Nieder 

Durable Metal Products Co. 
Joseph Berman 

Duraloom Carpet Mills, Inc. G782 
Stanley B. Dwork, Godfrey 
Bloch, Jack E. Adams 

du Pont de Nemours, E. I1., & Co. 903-904 
Frank Buck, Jr. 


B231-B232 


Hamilton Cosco will show its complete 
line of office seating, including a new 
line of upholstered furniture with 
sculptured walnut-finished arms (see 
New Products). 
































A new lectern by Hercules Seating Co. 
offers either motorized or manual ad- 
justment. 


E 

Eagle Ottawa Leather Co. Al51 
Edward A. Meany, Jr 

Eisen Brothers Inc. B244-B245, B254-B255 
Harvey B. Noll 

Emeco Corp. 
Joseph Chaney 

Equipto Division, Aurora 
Equipment Co. F645 
Paul Streit 


C300-C301 


Faultless Caster Corp. G720 
Fred W. Myers 
Federal Industries Inc. E501 
E. McCormack 
Fiberesin Plastics Sales Co. E552 


Robert W. Healy 
Filex Steel Products Co. 
Samuel Koeppel 
Fine Steel Products Corp. B264 
Max Block 


H820-H821 


G 
General Plywood Corp. B278 
R. Deane 

General Tire & Rubber Co., 
The F688-F689 
Lee Mara 

Geyer’s Dealer Topics C353 
Hugh Ward 

Giftcraft Leather Co. E510 


J. Spencer Ordover, Harold 
Vertel, Al Siegel 

Gregson Mfg. Co. 
J. D. Gregson 

Gunlocke, W. H., Chair Co. 
Kenneth F. Davis 


F620-F621 
H854-H855 


H 
Hale Industries, Inc. B222 
John Benson, Jr. 
Hamilton Cosco Inc. 
Frank White, Thomas R 
Henderson, James N. Rhoodes 
William K. Clark, James C 
Hearn Associates 
Hanes Chair & Furniture Co. 
D Headen 
Hanson, Paul, Co. C368 
Allen W. Syms 
Haskell Inc. 
S. K. Haskell 


G744-G745 


G700-G701 


Hemisphere Steel Products Corp. C352 
Abraham Sussman 
Hercules Seating Co. E530 


Mr. and Mrs. Jack Werfel 
Herring-Hall-Marvin Safe 
Co. A152-A155, E500 
>. V. Flaherty 
Hillside Metal Products, 
Inc. C342-C343 
Arthur S. Lowell 
H-O-N Company, 
The E540-E541, E550-E551 
J. J. Van Lent 
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Protectall will be showing its new in. 
sulated filing cabinet and a series of 
sales tools for dealer use. 





A new executive posture chair, #2825, 
will be shown by Jasper Seating Co, 





Distant 
) ece 
De 

Desks, 
St 
ate th 
mver 

ith 
actur 
Hoosier Desk Co. H842 Sins 
Vincent Gutzweiler, R. J. AP] 
Freeman, R. W. Butson, R. A. tions 
Browne, K. K. Chalmers, Ts 
H. E. Gildea, V. J. Parr, L. O. three 
Rose, W. M. Hammon ; 
na 
I was § 
Imperial Desk Co. C320-C321 Ar 


Gilbert B. Bosse 731 
Indiana Chair Co. G Storc 
Ralph F. Schneider 


Indiana Desk Co. G730 tives 
A. W. Braun. Gi84 “4 
Interiors 7 ‘ usto 
Charles E. itney 2 “a 
Interstate Metal Products €330-C331 facto 
John F. Burke “1 
Invincible Metal Furniture — A163-Al64 TI 
George H. Alter G13 was 
Irval Associates 
Irving Gibson 68-11 
(Continued on page 85) and 
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communication projects. 


of o private office. 


r, $2825, 
ting Co, 


Distant Early Warning (DEW) line. 





Yecent installations by Brenner 

Desk Co., Newark, N. J., and 
Desks, Inc., New York, with the help 
| Storch-Tepper Associates, indi- 
ate that dealers can profitably and 
conveniently handle partitions — 
with the manu- 


proper aid from 


HB? lacturers 
Approximate cost of the parti- 
installed at 
subsidiaries of Interna- 
tional Telephone & Telegraph Corp., 


was $300,000 


tions, delivered and 


three eastern 


'320-C321 


ia — Tepper and Arnold 
torch, manufacturers representa- 
Gi tives, worked in close liaison with 
Gis ustomer personnel, the dealer and 
'330-C331 factory installation people. 
163-A164 The total lineal footage installed 
Gi53 was about 00 feet, consisting of 
S-inch high, 7-foot, 8-foot, 10-foot 
and ceiling height partitions. The 
r, 1999 MODERN STATIONER, MAY, 1959 











ow & Dealer 
Can Sell 
Partitions 


high walls with louvered doors were used for the 
e suites where officers of the company plan inter- 
Acoustically treated parti- 
lowered the noise level in a 600-employee plant to 


These 68-inch eye level partitions were installed for Federal Electric Corp., Paramus, 
N. J. The clerical force here serves 2,500 technicians assigned to North America’s 


noise level in one plant with over 
600 employees was reduced to that 
of a private office. More than 750 
separate offices in all heights were 
created in the three plants over a 


Left to right, Ed 
Brenner of Bren- 
ner Desk, Arnold 
Storch and Arnold 
Tepper, Storch- 
Tepper Associates, 
go over initial 
plans before final 
shop drawings and 


blueprints are 
made. 
(Photos courtesy 


of Storch - Tepper 
and G-R Products) 
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What are the headaches 
involved in selling office 
partitions — installation, 
delivery, quoting prices? 
With all the help available 
from manufacturers, says 
Arnold Storch, any dealer 
who sells furniture can sell 


partitions 


partitioned area of than 
150,000 square feet 
Mr. Storch emerged from the job 


with a definite opinion that many 


more 


(Continued on page 88) 






























A balanced view of advantages and disadvantages may help you decide 


whether you have anything to gain by dividing your operation into depart- 


ments. 


( pre of the inevitable consequences 
of growth is that expansion 
brings problems which are associated 
with that growth. One such problem, 
frequently faced by stationers, is the 
question of whether or not to de- 
partmentalize retail operations. This 
cannot be answered by a simple “yes” 
or “no” which will apply to all cases. 
The answer must be fitted to the in- 
dividual situation. In arriving at an 
answer, however, it is helpful to con- 
sider all the factors which are in- 
volved in departmental operations. 

If the situation is right, depart- 
mentalization is helpful in the follow- 
ing ways: 

1. It will furnish better informa- 
tion concerning the relationship be- 
tween stocks and sales. We measure 
this relationship by calculating stock 
turnover rates. One of the best ways 
to improve turnover performance is 
to uncover the places where turnover 
is poor and then to make the necessary 
adjustments. Departmental figures will 
help to show which classes or items 
of merchandise are turning too slow- 
ly. 

2. Markdown Control. Markdowns 
are our worst profit robbers. When 
there is no departmentalization, there 
is a tendency to neglect markdown 















For some dealers, Dr. Cross concludes, departmentalization has 
much to offer from both a control standpoint and a selling standpoint 


records. Where markdown records are 
kept by department, however, it is 
possible to take more effective cor- 
rective measures and thereby decrease 
markdowns. There is a definite con- 
nection between stock balance and 
markdowns and therefore the im- 
provement in stock turnover mention- 
ed above will work favorably on mark- 
down performance also. 

3. Shortage Control. 
shortages are our second greatest 
profit robbers. They are invisible 
losses and therefore they are very dif- 
ficult to control. It is especially frus- 
trating for a merchant to know that he 
has had shortages but not know where 
those shortages have been occurring. 
Departmental records do much to 
bring the spotlight to bear on the gen- 
eral area of the shortages and to 
help the merchant decide what kind 
of corrective action should be taken. 

4. Sales Promotion. Our sales pro- 
motion efforts are more effective if 
they are directed at particular items or 
groups of items. One of the reasons 
why departmentalization first came in- 
to use was to make more effective 
sales promotion at the point-of-sale. 
Merchandise which is properly group- 
ed sells better than that which is 
arranged haphazardly. Some large re- 


Inventory 


tailers are so conscious of this that 
they use the term “selling depatt- 
ments” to emphasize the effect of 
good grouping. 

5. Personal Attention. All kinds of 
retail activity are more effective if 
they include the personal touch of 
some interested individual. There is, 
however, a limit to the variety of 
merchandise which can receive the 
personal attention of a single in- 
dividual. Buying goods and selling 
goods are both improved in effective- 
ness if they are done by individuals 
who have intimate knowledge of the 
merchandise. This need for specific 
product knowledge may be the most 
powerful factor in many decisions. 

6. Pricing. The increasing tempo ol 
retail competition makes it essential 
for us to pay more attention to vafia- 
tions in markups than we have ever 
done in the past. Many merchants 
prefer to look the other way when 
this subject is raised, but we cannot 
ignore the fact that traditional matk- 
ups are giving way to variations both 
upward and downward. Department: 
alization and the reports derived there- 
from provide much information con- 
cerning the variations in required 
markon among different kinds of 
goods. 


— 
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The advantages listed above might 


ead to make it seem that there are 


9 doubts about the value of de- 
srtmentalization. There is another 
ide to the picture, however. Let's 
wk at some of the problems con- 


nected with departmental operation. 
|. Record Keeping is More Com- 
licated. No merchant can claim that 
te has a departmentalized store if 
be has merely made a physical segre- 
sation of his goods. Those advantages 
which stem from better control can 
oily be realized when more detailed 
records are kept. Good markdown 
eatrol, shortage control, and inven- 
tory control usually depend upon the 
we of the retail method of inventory 
ucounting. Wherever this method is 
a use, departmental records can be 
developed very readily. Where it is 
aot in use, the merchant should give 
serious consideration to its adoption 
in order to achieve an orderly ex- 
pansion and departmentalization. 

2. Problems of Expense Allocation. 
Whenever departments are used, there 
s always the temptation to try to 
pinpoint the net profit of each depart- 
ment. This is a natural temptation, 
and it would be a desirable thing to 
do if one could be certain of the 
ucuracy of his findings. Whenever 
this is attempted, however, the prob- 
lem of how to allocate overhead ex- 
penses to the several departments is 
certain to be encountered. Allocating 
oethead to retail departments is so 
complicated a process that it stumps 
some of the best accountants in the 
world. To achieve even an acceptable 
degree of accuracy can be enormously 
expensive. 

Where departmental accounting is 
used and expense allocation is faulty, 
the result will be a distortion of true 
departmental net profit. There is al- 
ways a tendency to have too much 
confidence in accounting figures. A 
department which shows up badly in 
the net profit column may cause un- 
warranted concern. It is far better, 








especially in smaller retail stores, to 
charge each department only with its 
known direct expenses and to judge 
the department by its contribution to 
the overhead of the total store. This 
contribution approach is being effec- 
tively used by many progressive and 
expanding retail organizations. 

3. Costs of Departmentalization. It 
cannot be denied that, other things 
being equal, the expense of operat- 
ing a departmentalized store is greater 
than would otherwise be the case. 
Therefore it is useless to attempt to 
achieve benefit if the store is too 
small to bear the expense or if an at- 
tempt is made to sub-divide the store 
into units which are too small. No 
department should be created unless 
it can be seen that the benefits deriv- 
ed will exceed the cost which will be 
incurred. 

Departments which are too small 
tend to receive too little attention 
from buyers or managers and thus 
they may become lost in the shuffle. 
The problem of isolating expenses is 
also magnified when the departmental 


by Gordon @. Cross, Ph.D. 


Consulting Editor 
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level is too small. One rule that may 
give a clue to the need for depart- 
mental breakdown is that it is of 
doubtful value to have a store selling 
department which is too small to 
have a salesperson assigned to it on 
a fairly regular basis. This rule can- 
not be followed too rigidly, however, 
especially where much self-service is 
used. It does, nevertheless, spotlight 
the need for being careful not to 
create departments which are too 
small. 

In spite of the obvious problems, 
departmentalization has much to offer 
from a contro] standpoint and also 
from a selling standpoint. It is im- 
portant that we do not let one set 
of advantages take precedence over 
another. If we are too conscious of 
control, we may destroy opportunities 
for making increases in sales volume. 
On the other hand, if we are too 
conscious of sales volume, we may 
lose control and lose profits which 
might have been better if we had 
paid more attention to control. 

Among the useful measurements 
and control figures which can be de- 
veloped through departmentalization 
are: 

1. Sales in each merchandise class 
and their relationship to total 
store sales. 

. Average stocks in each depart- 
ment and their ratios to total 
store inventories. 

3. Stock turnover in each depart- 
ment. 

4. Initial markon in each depart- 
ment. 

5. Ratio of markdowns to sales in 
each department. 

6. Gross contribution 

from each department. 

If these ratios seem to have value 
to you, you have reached the point 
where you should departmentalize. If 
they are not important to you, it is 
unwise to go the expense and effort 
of developing them. You alone can 


be the judge. 
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Orlande 
the tov 

Stuart 

Regular newspaper advertising on a big ae of 

scale is one of the mass selling tech- a 

niques that Stuart’s has borrowed from jepartn 
department stores. Each ad carries the . A ' nent a 
“Check With George Stuart” trade mark Here’s a Florida dealer who employs no outside ‘lio 
and a slogan, ‘‘Not only your office - a 
supplier, but also your office adviser."’ . o Geor 
” sales force. His postage bill runs around $1,000 apne 
: . . ‘ that if 

a month because he believes in direct mail. And bios 
. " i to lool 

his market is a broad one, not just a few buyers "Is 
: . P . 2 " man te 

in the business and industrial districts. He howe? 

. Mr. 

recognized long ago the home market potential for ay 

with 

office supplies and equipment nd d 
"O! 

ng s 

woul 
they’ 

that’s 
" and | 
said 
New Honors : 
estate 
: = be ce to He y 
George Stuart has received many civic and industry awards, m . 
keeping with the active role he has taken in industry affairs. His most 9 
recent honor is his selection as “Brand Name Retailer-of-the-Y ear” m Stua: 

the Office Equipment and Stationery Stores category. Formal presenta- = 

" —— tion of the award was scheduled for April 15 during a gala dinner al 4 

the Grand Ballroom of the Waldorf-Astoria, Neu York City. it 1s 

chas 

——_—_—_———— clin 
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fer piece of merchandise of - 
4fered by George Stuart, Inc., 
Orlando, Fla., is aimed not at a few 
buyers in the business district but at 
the town as a whole. The entire 
Stuart operation is something like 
that of a department store, only this 
lepartment store sells office equip- 
ment at the rate of more than 2 
million dollars worth a year. 

George Stuart maintains no regu- 
lar outside sales force. It’s his theory 
that if a man down the street is 
going to buy a desk he is going 
to look around. 

"Is he going to wait for a sales- 
man to come to see him before he 
buys?” 

Mr. Stuart suggests maybe it’s 
possible to spend too much time 
with outside salesmen running up 
and down the street. 

“Often they're out there pound- 
ng shoe leather for business that 
would come in anyway — and while 
they're doing that, there’s a big field 
that’s being overlooked altogether 
and the salesmen can’t get it,” he 
said as the telephone rang. 

The caller was from a large real 
state office in an adjoining town. 
He wanted a small desk and chair. 

‘Did that man wait for a sales- 
man to come to see him?” Mr. 
Stuart asked. ““No, he called at his 
own expense, long distance, because 
Ne was ready to buy.” 

Along the same line of thought, 
itis Mr. Stuart's idea that the pur- 
chasing agent may be on the de- 
dine, He cited a big company that 
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has made a policy of changing pur- 


often 
something, it contacts the store di- 





chasing agents with amazing regu- 
larity. The company does not want 
one purchasing agent to remain on 
the job after he has become too 
well acquainted with salesmen. 


This same firm, he said, has in- 
formed suppliers that if ever they 
feel they are not treated courteously 


by the purchasing department to 


please let the company know. And 
when this company wants 
rectly. 

By not catering exclusively to the 
industrial market, George Stuart has 
been able to broaden his sales ap- 
peal to include every smal] business, 
every professional man and every 
home in his area. 

His department store methods in- 
volve sending out well over a mil- 
lion pieces of mail every year, He 
uses full page advertisements in the 
Sunday paper and smaller space dur- 
ing the week to promote specials 
bread-and-butter items 
like typewriters, adding machines 
and budget-priced desks and files. 

The postage bill at Stuart’s runs 
around $1,000 a month. And when 
postal rate increases went into ef- 


as well as 


George Stuart aims at the broadest possible 
market, sending out more than a million 
pieces of direct mail each year and direct- 
ing much of his sales effort to the man 
who buys one piece of office equipment 


at a time. 

























fect he did not cut down his mail- 
ings as many others did. He increas- 
ed them. 

Television is used to catch the eye 
of the traveling salesman, the filling 
station operator and the hundreds 
of other prospects that an outside 
salesman com- 
mercial, for instance, may push sec- 


ond-hand adding machines. 


never sees. A spot 


“These are the prospects the sales- 
man on the street calling on offices 
week in and week out 
because there’s no reasonable way to 
reach them in person 

“We're getting ready right now 
to mail out 25,000 pieces of litera- 
ture on adding machines. We'll sell 
some, too,” Mr. Stuart said. 

He maintains a mailing list of 
13,000 regular customers. His full 
prospect list has 50,000 names in 
all, built up and kep 
checking every possible source for 
new names. The lists are in- 
dexed 
and in other ways. A color card is 


never scces 


current by 


according to professions 
used to identify different groups. 
The section in which a man lives, 
for example, can tell a lot about 
how much he might be able to 
spend and what he might buy. 
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Twelve to 15 mailings are sent 
out a year and each envelope may 
carry one piece or several. No bill 
goes out that doesn’t have an insert. 
Reply cards are used periodically, 
especially on the higher priced mer- 
chandise. 

When reply cards come back to 
the store they are handled immedi- 
ately. Every man likes to think he 
is important and if anyone is inter- 
ested enough to send in a reply card, 
Stuart’s feels that he 
prompt attention. 

Inquiries are answered with per- 
sonally written letter, suggesting 
that the prospect set a time for an 
appointment with someone from the 
office. A salesman will go out to 
see the prospect if the inquiry in- 
dicates it would be worth the time. 
Another business reply card is sent 
along with the letter to make it 
easier for the prospect to set the 
time for an appointment. 

“We do some outside selling this 
way by appointment — and the ap- 
pointments are made by the cus- 
tomer himself, not by us. If a man 
is interested enough to set a time 
for an appointment, we know we 
have a live prospect,’ Mr. Stuart 
said. 

When at all possible, the prospect 
is guided into the store where he can 
see a set of complete offices set up 
on the balcony. There the sales force 
sizes him up. His reactions are stud- 


deserves 


30 


ES fe cn So eres 


The theory at Stu- 
art's is to sell this 
home a new type- 
writer, then a 
desk, a file, an ad- 
ding machine — 
one item at a 
time. 





ied. If one price seems too high, for 
instance, then he is down-graded. 

Because he has always taken a 
broad view of his market, George 
Stuart might be called a pioneer 
in the  office-in-the-home _ field. 
While he does install complete and 
elaborate executive-type layouts in 
both offices and homes, his main 
approach is to the average man who 
buys one piece of equipment at a 
time. 

“Have you tried 
portable on a card table?’ he asks. 
“It shakes and wobbles, but thou- 
sands of people who don't know 
better make the best of it. 

“With something like five million 
portable typewriters in the homes of 
this nation, I think the surface has 
just been touched 


ever using a 


not only for 
portables, but for adding machines, 
desks, file cabinets and many office 
supply items. 

“The time has arrived when not 
only the businessman-husband, but 
the housewife as_ well, 
office supply company. Many wives 
handle their correspondence on a 
portable.” 

Mr. Stuart looks on the sale of 
an executive’s office-in-the-home as 
frosting on the cake. For the bulk 
of his sales, he looks to Mr. Aver- 
age. 

“Take a shoe merchant, for ex- 
ample,” said Mr, Stuart. “He spends 
most of his time at the store waiting 


needs the 





on customers. He m 
orate filing system « birthdays and 
sends out cards to past Customers 
and prospects. When does he have 
the time to do it? At night in his 
home, of course. He has an office 
area at home where he does most 
of his bookkeeping and Correspon- 
dence, and where he mails the cards 

“Joe Doakes runs a filling station 
He's kept busy all day servicing 
cars. His paperwork is done at home 
where he is undisturbed. 

“These are the fellows who do 
not have the means to equip a fancy 
office at home but they do need 
some sort of Space for paperwork 
This is a vast and prosperous field, 

That's why George Stuart aims his 
advertising at everyone, not just 
toward the business houses of the 
Orlando area. When a traveling 
salesman is ready to graduate from 
the dining room table to a desk. 
Mr. Stuart wants that man to think 
of Stuart’s and not of some chain 
or department store where he might 
pick up a too-small desk with off- 
size drawers. 

“Our job,” Mr. Stuart believes, 
“is to get this man and others like 
him in the habit of coming into 
the store, He's got to be sold on 
the fact that he is as welcome here 
as the man who has a big office in 
the heart of town. 

“Once we get him in the store, we 
try to find out as much about him 
as possible. We ask him what he 
has at home and if we find out he 
has a typewriter, then we start work- 
ing from there. 

“We talk to him about a desk, 
or an adding machine. Instead of 
trying to sell him a big bill of 
goods, we're satisfied to work on 
him piece by piece. He comes in 
again later and we may sound him 
out on filing cases. Maybe he’s put: 
ting his letters in a box. So we sell 
him a cheap filing case. I'll bet we 
have sold eight carloads of cheap 
cases that have gone into the homes 
around Orlando. 

“In Florida,’ Mr. Stuart con 
tinues. “we have a lot of retired 
people. They've come here from all 
over the country. They've made 
enough money to retire and they'v¢ 
made it, for the most part, in the 
business world. They are accustomed 
to having a proper place for evety- 


ntains an elah 


MODERN STATIONER, MAY, 1959 





thing. But 
hey start 
jresset dr 
on the kite 
with this 
cause the 
gakeshift 
The po 
; anothes 
jdvertisins 
per, direc 
He wants 
chasing 
George S 
While 
filling a" 
has set | 
ffices in 
Mr. Stue 
the pros 
building 
tect OF 
plans. T! 
bly has 
get the 
“Take 
know of 
beautifu 
yrator f 
Sure, it 
the desk 
were otl 
“But 
moving 
After th 
ffice, | 
she swt 
firm to 
fice do’ 
To r 
home - 
tion 0 
salesma 
dealer 
dising 
ideas 
And 
home, 
come | 
item a 


No re 
ployed 


makes 


Store 
balcon 














an elab 
days and 
ustomers 
he have 
it in his 
in office 
ES Most 
tTespon- 
he cards 
. Station 
servicing 
at home 


who do 
a fancy 
Jo need 
erwork 
s field, 
aims his 
Lot just 
of the 
taveling 
te from 
a desk, 
'o think 
e chain 
€ might 
ith off- 


relieves, 
ers like 
ng into 
sold on 
ne here 
ffice in 


ore, we 
yut him 
vhat he 
out he 
t work- 


a desk, 
ead of 
bill of 
ork on 
mes in 
nd him 
e's put: 
we sell 
bet we 
cheap 


homes 


t con- 
retired 
om all 
made 
they ve 
in the 
stomed 
every: 


1959 


’ 











fing. But v hen they get down here, 
hey start putting their papers in 
jesser drawers and writing letters 

a the kitchen table. They get fed up 
with this sooner or later simply be- 
ause they are not used to such 
makeshift m« thods.”’ 

The potential in business like this 
< another reason for Stuart's heavy 
idvertising program, using nmewspa- 
vet, direct mail, radio and television. 
He wants everyone, not just the pur- 
chasing agents, to “Check With 
George Stuart.” 

While the store concentrates on 
filling average needs, Stuart's also 
has set up a number of complete 
ffices in homes. The problem here, 
Mr. Stuart says, is how to get to 
the prospect in time. If a man is 
building or remodeling, his archi- 
tect or contractor works out the 
plans. The interior decorator proba- 
bly has connections and plans to 
vet the business himself. 

“Take a case right here that we 
know of,” he said. “A man built a 
beautiful home and his interior dec- 
wator fixed up an office for him. 
Sure, it was a beautiful job, but 
the desk had small drawers and there 
were other short-comings. 

“But these interior decorators are 
moving into the business world, too. 
After they fixed up this man’s home 
fice, the wife was so pleased that 
she swung a deal to get the same 
firm to do over her husband's of- 
fice downtown.” 

To reach the big market in the 
home — people like the filling sta- 
tion operator, the druggist, the 
salesman Mr. Stuart believes a 
dealer has to expand his merchan- 
dising effort by aping some of the 
ideas used by department stores. 
And most of the business in the 
home, he’s convinced, is going to 
come from the man who buys one 
item at a time. 


No regular outside sales force is em- 
ployed by George Stuart, Inc., but 
salesmen will go out if the customer 
makes an appointment. Even then, every 
effort is made to get the man into the 
store to see these model offices in a 
bakeny overlooking the first floor. 
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T wo-thirds of the nation’s people, 

70 percent of its industrial jobs 
and one-half of its real wealth are 
found in the urban concentrations 
generally designated as metropolitan 
areas. The United States government 
last year recognized 184 metropoli- 
tan areas — areas which contain a 
city at their core and which seem to 
spill over beyond the boundaries of 
their “central cities’ to adjacent 
counties. 

These ‘central cities’ are becom- 
ing more sharply distinguished from 
the suburbs that surround them. Part 
of the distinction may be described 
in economic terms. Part of it is 
evidenced in physical decay. 

A look at the central city in 
transition points up one fact of 
special importance to stationers; the 
central cities are coming more and 
more to be reliant for their eco- 
nomic existence upon office activity. 
While growing obsolescence is seen 
for much of the central city, one 
stimulus remains for central business 
districts in the form of expanding 
office activity. 

These are the views of Dr. Ray- 
mond Vernon, director of the New 
York Metropolitan Region Study, 
who examined office activity as one 
element in “The Changing Eco- 
nomic Function of the Central 
City,” (January, 1959). His was the 
first supplementary paper to be pub- 
lished by the Area Development 
Committee of the Committee for 
Economic Development (CED). 

He concludes that central cities 
may not capture quite as high a 
proportion of office activity as they 
have in the past because some rou- 
tine and repetitive office jobs can 
be moved to the suburbs. But there 
is not much doubt, he says, that 
absolute increases in office employ- 
ment will occur in the central cities. 

Financial institutions which per- 
form all of their work in an office 
setting have always had an affinity 
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Information 
about credit, trade and politics was 
their great stock-in-trade and they 
have always sought locations toward 
the very heart of the old cities where 


for the central city. 


ships and trains arrived, where 
travelers congregated, where news 
was gathered and where the posts 
were swiftest and most frequent. 
Where such companies chose to 
centralize their record keeping ac- 
tivities in a single office, there was 
the additional problem of finding 
a large enough pool of literate 
clerks to handle the work. In gen- 
eral, women did better than men 
at this sort of work. Accordingly, 
the problem became one of locating 
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at a point where a large number of 
literate women would be assembled 
daily. The obvious location indicated 
was a large city, where literacy rates 
were high, at a point in the city 
close by mass transit facilities. 

As the nation’s larger manufac 
turing, transport and utility com- 
panies developed central offices suf- 
ficiently large to make a separate es 
tablishment feasible, they too were 
pulled to the downtown areas of 
the cities, reacting to much the same 
forces as had drawn the financial 
institutions to such locations. 

In the end, this use of the central 
business district tended to elbow out 
competing uses. The capacity of the 
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office to preempt the downtown 
area stemmed in part from the rela- 
tive intensity of its need for cen- 
tral locations. It arose in part also 
fom the special insensitivity of 
many office activities to the cost 
of space. Office space costs involve 
the prestige center of the enter- 
prise. They affect the daily sur- 
roundings and contacts of the firm's 
dite. Accordingly, their location is 
less prone to determination on a 
dry-as-dust least-cost calculation 
than a manufacturing facility or than 
a warehousing location would be. 
Money is spent more freely. 

As a major fount of employment 
for a variety of related services, the 
central offices and the financial in- 
stitutions managed to draw to the 
downtown portions of central cities 
a considerable variety of appended 
activities. Advertising agencies, em- 
ployment agencies, management ad- 
visory services, addressing and mail- 
ing services (and stationers, of 
course), all were drawn to the area, 
where they might provide the type 
of service which their customers de- 
manded, In a survey 10 years ago 
it was found that one group of cen- 
tral cities accounted for 94 percent 
of the “business services” employ- 
ment in their entire metropolitan 
areas, 

Now, although all of these ac- 
tivities have grown in the central 
city, they have also shared to some 
degree in the general outward re- 
distribution of population and jobs. 
In the brief period from 1947 to 
1956, for eight selected metropoli- 
tan areas, there was a modest out- 
ward shift in each category of finan- 
cial facilities except insurance car- 
tiers, 

This still leaves a significant nub 
of office employment, located in the 
central city, which has no obvious 
feason for dispersal to the suburbs. 
By all signs, the activities of this 
sector of the nation’s economy 
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should continue to grow, perhaps 
at a rate much faster than that of the 
economy as a whole. Yet even here 
— even in this stronghold of big 
city employment — there are certain 
factors to be taken into account in 
appraising the future ties to the 
central city. 

One of these is the fact that as 
central cities decline in population, 
and as Negroes and other groups 
with more restricted job opportuni- 
ties constitute a larger proportion of 
the population that remains, the 
young women who have constituted 
so large a proportion of the labor 
force of these office installations 
will become more and more remote 
from the downtown portions of the 
central cities. With commuting dis- 
tances lengthening and mass transit 
facilities deteriorating in most cities, 
the question is raised whether the 
downtown areas will continue to be 
the optimum point at which to col- 
lect the preferred office labor force. 

A second factor which could af- 
fect the growth of central city of- 
fice employment is the impact of 
new data-processing and communi- 
cation techniques on employment. 
One must be careful not to exagger- 
ate the speed or extent of the shifts 
which these developments will pro- 
duce. It is a slow and costly business. 
Yet there is no denying that such 
innovations can suppress the growth 
in office manpower, change the na- 
ture of required office skills and 
shift the preferred location of some 
standardized office functions out of 
the central city. The elite office 
functions are unlikely to be much 
affected. 

The introduction of data process- 
ing equipment also opens up the 
possibility of central data-handling 
for the firm which previously had 
been performing many of its office 
functions on a regional or local 
basis. This in turn creates the pos- 
sibility of a redelegation of decisions 


to the central office — decisions on 
inventories, shipments, production 
schedules and the like. To the ex- 
tent that the office function grows, 
therefore, the growth may well oc- 
cur to a disproportionate extent in 
the office districts of the larger 
central cities, at the expense of the 
regional centers. 

The possibility that only the larg- 
est cities may be the principal bene- 
ficiaries of continued office growth 
is raised also by the increased use 
of air travel by business executives. 
All of the implications of such 
travel are not yet clear. But one of 
the consequences is that far-flung 
plants, warehouses and sales offices 
are no longer as remote from head- 
quarters as they used to be. Accord- 
ingly, the risks of operating through 
absentee management and the need 
to delegate decision-making to the 
field may seem somewhat reduced in 
many big companies 

Of course the development of air 
travel may be read two ways. For 
the availability of such air travel 
opens up the possibility of station- 
ing key corporate officers in the 
field, yet being able to summon 
them to headquarters on a few 
hours’ notice. But the odds seem 
heavy that the increased mobility 
among executives will not be ex- 
ploited by dispersing them to the 
field but rather by gathering them 
in to central points. In deciding 
between more face-to-face contact 
among top executives and more 
face-to-face contact with plant man- 
agers, it’s likely the former pull will 
be the stronger. This, too, suggests 
that “central office cities” may grow 
at the expense of the lesser regional 
office centers. 

The business of cities is of a kind 
which tends to evade the census- 
taker and which, once detected, re- 
sists statistical classification. But the 
future for downtown offices looks 


bright. 
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George Stuart, Inc., Wins 
Top Brand Name Honors 
George Stuart, Inc., 133 E. Robinson 


Ave., Orlando, Fla. has been named 
1958’s “Brand Name _  Retailer-of-the 
Year” in the office equipment and sta 
tionery stores category. (Read “How 
George Stuart Does It” on page 28.) 

Winners were announced by Henry 
E. Abt, president of Brand Names 
Foundation, Inc., sponsors of the yearly 
Competition, which includes 26 
classifications. 

In addition to George Stuart, Inc., 
four other office equipment and_sta- 
tionery stores were cited for their out- 
standing 1958 brand promotional activ- 
ities, and were selected to receive 
Certificates of Distinction. They were 
D. Waldner Co., Mineola, N. Y., a cer- 
tificate winner in the 1956 and 1957 
competitions; County Stationers, Inc., 
Ventura, Calif.; Howard W. Boise, Inc., 
Plainfield, N. J.; and the R. P. Lewis Co., 
Flint, Mich., which won a certificate in 
the 1957 Competition. 

Winners were to receive their awards 
during a gala dinner held in their honor 
at the grand ballroom of the Waldorf- 
Astoria, New York City, on April 15. 

Doug Russen of Zac Smith Stationery 
Co., Birmingham, Ala., which won last 
year’s top award, served on the panel of 
25 judges who selected the winners 


retail 


New York Stationery 
Show to Be May 17-22 
At Hotel New Yorker 


“Bell, Book and Candle” (and sixteen 
other major merchandise categories) are 
starred in the 13th annual New York 
Stationery Show, which will be held May 
17-22 at the Hotel New Yorker. 

On the 4th through 11th floors of the 
hotel, buyers will be able to shop the 
country’s most comprehensive market 
devoted to social stationery, pens and 
pencils, desk accessories, leather goods, 
school supplies, drawing materials, 
greeting cards, gift wrappings and rib- 
bons, playing cards, games and acces- 
sories, party favors, Christmas decora- 
tions, household paper goods, sundries, 
office supplies and typewriters. 

The annual market attracts national 
coverage, drawing buyers from depart- 
ment, chain, specialty and independent 
stationery stores. The diversification of 
goods and depth of coverage makes this 
show unique in its ability to provide 
merchandise for all types of stores, cater- 
ing to every income bracket. The chang- 
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PRESSTIME NEWS 


HENRY L. DeppNer has been elected vice president and general manager by 
the directors of Standard Printing and Publishing Co., West 


H untington, 
Virginia 


* 2 


The Otto Ulbrich Co., Buffalo, N. Y 


, plans to open a new branch store in 
the Southgate Plaza in West Seneca, N 


Y., about June 1. WALTER H. MILLER 
of Ulbrich’s announced that the new store will handle greeting cards, books. 
cameras, gifts, office and art supplies, stationery and party goods 


The Company 
will lease 4,500 square feet for the new branch. 


RoBeRT E. Beatty, Fresno manager for the H. S. Crocker Co. for the past 
four years, has been named manager of the firm’s operations in Sacramento, Calif. 
He entered the stationery industry in 1946. 


cs cg ca * 


More than 1,200 persons attended the three-day Eastern Office Furniture 
Show sponsored in late March by the Offureps Club of New York. Close to 
100 lines were on exhibit at the New York Trade Show building. BuRNHAM 
MATTHEWS, president of the Offureps, was chairman ex officio of the third trade 
show put on by the group. General co-chairmen of the exhibit were ART FOLEY 
and Ep GOLDEN 


% % * 


GEORGE BAXTER is the new stationery buyer at Harvey's department store in 
Nashville, Tenn. 


* * * * 


FLoyp POWELL, Le Mars, Iowa, has purchased the Le Mars Stationery store 
from Don GREENWALT, effective April 1. 


The John A. Marshall Co., Kansas City, Mo., one of the leading office 
furniture distributors in the Midwest, has announced the election of JOHN S. 
(JACK) MARSHALL as president. His father, JoHN A. MARSHALL, the firm's 
founder, becomes chairman of the board. The new president joined the company 
as a salesman in 1946 and became a vice president in 1953. 


* % * * % 


The Mercantile Paper Co., office outfitters at Montgomery, Ala., elected 
new officers at an annual meeting in March. President is RICHARD GASSENHEIMER; 
vice presidents are HUBERT B. STRICKLAND, RICHARD NEWMAN and Mgrs. LEO 
GASSENHEIMER; treasurer is SIDNEY GASSENHEIMER; and secretary is ALLEN 
GASSENHEIMER. IRVIN GASSENHEIMER, SR., and IRVIN GASSENHEIMER, JR., afe 
no longer actively associated in the business. 


rs * * & 

CHARLES W. JARvis, 38, has been appointed vice president in charge of the 
printing plant at the W. H. Kistler Stationery Co., Denver Colo. He started 
with Kistler’s in 1952 

% Ps x x Ss 

Six firemen were overcome and damage estimated at $28,000 was caused 

in a March 18 fire at Auckley Equipment Co., Milwaukee, Wis. 
x # % * + 
The next regional meeting for West Coast members of the Business Forms 


Institute will be May 15-17 at Del Monte Lodge, Pebble Beach, Calif., according 
to an announcement by H. M. MELONEY, executive director of the BFI. 
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ing concepts in retailing has been reflect- 
ed in the steady growth of this show 
offering both staple and seasonal items, 
as well as the newest in fast selling 
novelties. 

According to the show 
the 11th floor of the New 
added to the show this year to provide 
additional display space for many firms 
who have expanded their lines. At press 
time, close to 300 firms had been as- 
signed rooms, and a substantial number 
of firms were still awaiting assignment 
Further information may be obtained 
from George Little Management, Inc 
220 Fifth Avenue, New York 1, N. Y 

Show hours for the market week are 
Sunday, 1 p.m. to 9 p.m.; Monday 
through Wednesday, 10 a.m. to 6 p.m.; 
Thursday, 10 a.m. to 9 p.m.; and Friday, 
10 a.m. to 1 p.m. The two late evening 
openings scheduled for the beginning and 
middle of market week are planned as 
an extra convenience for both local and 
out-of-town buyers. The annual Dinner 
Dance, which has become a 
social adjunct of the show, will be held 
on Tuesday, May 19 at the Statler 
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Teen Survey Conducted 
On Typewriter Preferences 

A national survey, employing the 
quota sampling technique, was made for 
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American Girl magazine by Eugene 
Gilbert and Co. to define the American 
Girl reader, ages 10 to 16, in terms of 
her buying habits, buying power, and 
buying influence 

The basic question, “Do you know how 
to type?” was asked first. Sixty-nine per- 
cent of the girls questioned said they 
did; 29 percent said they did _ not. 
Twenty-three and five-tenths percent now 
own their own typewriters, usually a 
portable model. (Sixty-six and one-tenth 
percent own portables, 31.9 percent own 
standard office models.) A large majority 


of these owners knew the “make” 
only 3 percent did not know. Royal 
was most mentioned (25.8%),  fol- 
lowed by Remington (17.4%), Under- 
wood (168%) and Smith Corona 
(14.2%). 

A survey question that elicited par- 


ticularly interesting response was: ‘““How 
your typewriter?” Twenty-three 
and one-tenth percent of the girls re- 
ported their typewriters were a year old 
or less, indicating new ownership. How- 
ever, the next largest percentage (20.1%) 
said their typewriters were four to five 
years old, and many (15.8%) said theirs 
were ten years old, indicating ownership 
of a second-hand or “hand-me-down” 
machine. Other survey figures bear out 
this conclusion. Sixty-five and one-tenth 
percent of the girls received new type- 
writers, 28.5 percent received used 
machines. 


old is 


Gilbert found, too, that often these 
girls owned the only typewriter jp the 
family. Fifty-seven percent reported this 
was the case, and 41.1 percent Said f 
another member of the family also had 
a typewriter. Family-owned machin 
broke down into the following brand 
percentages: Royal — 22.1 percent, Smith 
Corona — 18.3 percent, Remington — 
17.1 percent and Underwood — 454 
percent. 

When asked the question, “Do you 
consider a_ typewriter 
school work?”, 





necessary for 





! answers were fairly 
evenly divided (54.2% “yes”, 44% 
“no”). But a big 80 percent felt that 


handing in typewritten assignments did 
help a student achieve better grades ip 
school. 

As for the future, 41 percent of the 
girls intend to buy or receive a type. 
writer shortly. When asked their per. 
sonal brand preferences, 24.7 percent 
chose Royal, 15.2 percent chose Reming. 
ton, 8.7 percent chose Underwood, and 
7.1 percent chose Smith Corona. 

Finally, when it came to the actual 
purchasing of a typewriter, over a third 
of the girls said they would consider 
buying the machine themselves — 4. 
though 56.3 percent of these would not 
wish to buy it on an installment plan 
And when asked if they would let their 
parents buy a typewriter for them, 848 
percent said they certainly would have 
no objection. 
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Write for our new 1959 catalog showing our full line of easy 












modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 











Series 100 and 200 — Full Suspension Files 


® 10 Roller Bearing heavy duty full suspension cradle 
Newly designed finger-tip control follower block 
Symphonic lustrous permanent finishes of olive green of 
modern grey 

Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 

All models available in letter or legal sizes and with 
plunger locks 


Then feature MODERN STEELCRAFT—the profit making line. 
Built with features that clinch sales and priced to 
not to mention maximum profit for you. 


selling, high profit office furniture. 
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carbon papers ...and not only that, but Codo 


has the COMPLETE Line . . a truly superior 


inked ribbons product for every purpose you can name, 


All are illustrated and described in General 
Catalog 107. If you are a dealer and 


hectograph supplies want a copy, write on letterhead to 


Dept. M 


My, 
“Nyy, yt! 


y 






_A)G0— MANUFACTURING CORP. 


General Office and Factory: LEETSDALE, PA. 
NEW YORK e PITTSBURGH @ DALLAS @ CHICAGO 
CLEVELAND @ DETROIT @ LOS ANGELES 
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NEWS SEEN et ee a Managing Salesmen for Profit — an 
audience participation session conducted 
by Homer Lay, NSOEA manager. 
‘Forward’ Look Featured In addition, the American Telephone and 
AT 14 NSOEA Regionals Telegraph Co. will present “Management 
The theme “Markets for Tomorrow’ »f Telephone Selling,” designed to 
sets the pace for the program of the 14 modernize telephone selling technique. 
district meetings scheduled for this Many entertainment features are included 
spring by the National Stationery and in the 14 district programs, providing 
Office Equipment Assn. Participation by the opportunity to combine business and 
the association’s top executive officers relaxation in attractive surroundings. The 
will present fresh approaches and new dates and locations are 
informative material on the following ee . 
subjects: ’ District-Location Dates | 
oo 5 French Lick, Ind April 17, 18 
Markets for Tomorrow — based on a al I 7 ; 5 | PEDI 
personal survey of leading indus ? Dallas, Texas April = sa 
trialists and industry manufacturers by , Kansas City, Mo April 2 : o 
John Brain, NSOEA president, to learn ¢ Miami Beach, Fla May 7, 8,9 
tomorrow’s office needs. Mr. Brain is 10 Albuquerque, N. M May 15, 16 
also president of Brain’s Store, Omaha. 14 Las Vegas, Nev May 18, 19 
Market Policy Decisions and Oppor- 11 Seattle, Wash May 22, 23 
tunities — Charles Mortensen, NSOEA - Yosemite Park, Calif. May 25, 26 N 
general manager, will present industry Duluth, Minn. June 4, 5 
problems and opportunities which Y Genoa City, W a June » 9 , 
require management policy decisions as 24 Cooperstown, N. 1 June 12, 13 
revealed by personal contact with deal- 13 Grossingers, ; June 15, 16 
ers and manufacturers in all sections P Ferndale, N x. =e 
of the country. ‘ Srequnnevane, : yune oe 2S Lucky 7 has adopted a lumberjack theme 
Management for Profit in Supplies 1 Portsmouth, N. H June 26, 2 for its regional NSOEA meeting is 
an outline by L. G. Morris, vice All members of the office supply and Duluth, Minn., June 4 and 5, and Me, 
president NSOEA, on the changing equipment business are cordially invited Stationer is right in step according to 
office supply picture and how retailers to attend one or more of these sessions. an adaption by Roy Holt of A&E 
can increase their profits on supplies Further details may be secured from Supply Co., Duluth, publicity chairmen 






. ; . for the convention. Th 
Mr. Morris is sales manager of Eaton NSOEA headquarters, 740 Investment mutate will tnclede e “Po! Bosven al 
Paper Corp. Building, Washington 5, D. and a lumberjack-style gambling party. 
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Mr. and Wtrs. Arthur R. Broderick 





Mr. and Mrs. George R. Weryford 
let a pretty face stimulate sales for youl rowan sT¥Us 


Mr ond Mrs Samuel McKinley Ford 
BASQUE 
Me. and Mrs. Thomas Barry Nichols 
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from the Flower Wedding Line... 
§3 nakey-j am ole) ol 01 t-| amr-lel-s-mme) i the year! 
by Regency Eieulotes asies tor RNEEENINSs extre edventeges 


joined letters in exclusive new scripts! | Mal) me thio we ide et) e) lal eslele)-1-leMe-lalee-lal-4 tem 240 -16-% 


@ sharper, more legible letters! @ superior craftsmanship at an amazingly low price 


Z re - a : Flower Wedding Line Catalog features a complete 


selection of all the most asked-for styles! Postpaid shipment within two days of order! Fu// 50% discount 
address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS %i'83,235 <'7" 
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PEDIG REE ... America’s Quality 6+ Pencil! 
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* Guaranteed by 

Good Housekeepin 
6¢ EACH + SHARPENER ne, ay 
REG. 77¢ VALUE 


AY a 





DOZEN PAK 
WITH 

MATCHING SHARPENER 

REG. 77¢ VALUE 
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5895 FIVE-PAK 
WITH 
MATCHING SHARPENER 
REG. 35¢ VALUE 
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5890 DISPLAY CARTON 








BALL POINT PENS 


New from Empire! Another fine 
writing instrument, Pedigree 
Quality. A real bargain... buy the 
pak! You can pay more but you 
can't buy better. 
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Pencils 'n Ball Pens that are Pedigree quality, 


That means... none finer! Modern design, a 


C 186 PAK 
delight to use—Pedigree is truly the world’s 


best writing value! 
oe! 
Wi + 


PEDIGREE BY EMPIRE... WORLD'SBE: 


/ Another addition to 
— NE ¢ the PEDIGREE family 


rior ae of Fine Writing Instruments! .} [he 








YOU CAN PAY M Y 


a3 
= PEDIGREE 
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8980—CARD OF EIGHT 
Color in smart pastel, two-tone 
colors that give miles of writing 
pleasure because they are Pedi- 
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Good Housekeeping 
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YOU a p gree Quality. 
19 EACH REG. VALUE 1.52 
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D'SBEST WRITING 


4590—4 PAK PLUS REFILL 

A glorious value for which your 

customers will thank you and 
come back for more! 

19* EACH REG. VALUE 76+ 

ONE REFILL 10* 

TOTAL VALUE 86¢ 


Chaopeer. bug the, Fisk! 
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2290—2 PAK 


These will sell like hot cakes be- 
cause they easily represent terrific 
value, complete satisfaction. 


19* EACH REG. VALUE 38+ 


Chanpor buy te Fake! 
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12 PEDIGREE PENCIS 


tative 10 
PRI CISION os », 
» PARPENER yw. Gale 


. electric 
SE POINT PENS - - 57 


al Value oer Fast to sell...long on profit, the introductory Match 
Mate package contains Dozen Pak of Pedigree 
Pencils, matching sharpener, plus 3 Pedigree Bal! 
Pens—all neatly wrapped in Poly Bag that has 
brass grommet for hanging. 


#888 Pedigree MATCH-MATES 


Upright display contains 6 packages of yellow 
pencils with black and yellow pens, 2 packages 
of pastel pink, 2 packages pastel blue, and 2 pack- 
ages of antique white finish with matching pens. 
All packages contain matching sharpener. 


REGULAR 1.34 VALUE 


’ MANUFACTURED ey tt ; 
make OF PEDIGREE PENCIE 
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“MATCH MATES” 


Poncil by & ryppike 
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W : ° pee + een 1} What a fabulous deal this is... contains an assort- 
ws a pet deme =r eo ment of the fastest, surest selling Pedigree Pencil 
and Ball Pen Paks. Your guarantee of quick and 
big profits. This is surely one of the most sensible 
Self-Service Merchandisers yet devised. Colorful, 
beautiful and requires so very little space. 
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Retail 


#5880 (Yellow) 49 $3.92 


5890 (Pastel) 49 7.84 
2290 Ball Pen 29 5.22 


4590 Ball Pen 59¢ 21.24 
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©1959, Empire Pencil Company, Shelbyville. Tenn.. U.S.A. 
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Al-electric Office 
Cited by Power Company 

The American Casualty Co. represen- 
utive in Atlantic City, N. J., Charles 
W. Gale, was honored by that city’s 
dectric power company in February. 
The Atlantic City Electric Co. awarded 
Mr. Gale a gold medallion for maintain- 
ing the only all-electric business office 
in the South Jersey area. 

In providing labor-saving devices in 
his handsome offices, Mr. Gale installed 
power gadgets of every description. 

These included such unusual devices 
as an electric eraser, letter opener, pencil 
sharpener and a laminator which covers 
letters, records and documents with a 
thin plastic coating on both sides. In 
addition, the Gale offices are equipped 
with the more familiar electric type- 
writers, time stamp, duplicating machine, 
calculators, check writer, dictating ma- 
chine and others. 


Mossman, Schwander Join 
B. L. Marble Chair Co. 

The appointment of two veteran New 
York office furniture retail store execu- 
tives as vice presidents and directors of 
the B. L. Marble Chair Co., Bedford, 
Ohio, has been announced. 

John E. Mossman, former president of 
Desks, Inc, New York, and Jack G. 


Schwander, former Desks, Inc., board 
chairman, joined the office furniture 
manufacturing firm on April 1, accord- 
ing to Charles L. Pettibone, president 

Although both the New York execu- 
tives resigned their administrative posi- 
tions at Desks, Inc., last July, they re- 


Mossman Schwander 


mained as executive consultants. Their 
resignations, effective April 1, from the 
latter positions were announced on 
March 2. Desks, Inc., is one of the largest 
office furniture retail stores in New 
York. 

Mr. Pettibone said Marble would open 
expanded sales offices in New York on 
April 1 and that the two newly-appointed 
executives would head up the office to 
direct an accelerated sales program in 
promotion of new lines of office furni- 
ture. Sales activity in New York, Long 
Island, New Jersey, Philadelphia, Balti- 
more ana Washington, D. C., will be 


supervised out of New York by Mr. 
Mossman and Mr. Schwander. C. B. 
Schubert, Marble Chair Co. vice president 
and director now in charge of the New 
York office and eastern sales activity, 
retires on July 1. 

Mr. Mossman, a resident of Rahway, 
N. J., was one of five founders of Desks, 
Inc., in 1936. He served as president of 
the National Office Furniture Assn. from 
1956 to 1958 and is present chairman 
of the organization's public relations 
committee and a member of the board of 
directors. 

Mr. Schwander also was a founder of 
Desks, Inc., and one of the early de- 
velopers of the National Office Furni- 
ture Assn., serving as president of the 
New York chapter. He is a veteran of 
42 years in the office furniture retailing 
industry. 


Paint-by-Number Package 
Wins Hobby Show Award 

The Testor Corporation won a first 
place award in the packaging competition 
at the Hobby Industry Assn. Trade Show, 
held at the Sherman Hotel in Chicago in 
February. 

The first place award was won in the 
Best Package Crafts classification with 
their No. 300 Paint-by-Number kit pack- 
age. The eye-catching box is yellow, blue, 
red and brown with full color reproduc- 
tions of the paintings 





A Handful of 'P.O.M.” Exclusives ‘ 


to improve 
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NEW eavy-pury 


Sensational New 
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WITH Revolutionary 
PRINT-O-PASTE INK 


every duplicating job! 


UW ew 


FOLD-O-MATIC 


All the features of the famous 
FH-5C Fold-O-Matic now avail- 


PRINT-O-SCREEN 


Patented ink pad permits silk- 
screen printing on any single 


FOR USE WITH 
PRINT-O-SCREEN 


PLASTI-PAKT INK 


All the flow characteristics of 


4 
8 
4 
: a fluid, in a semi-paste ink 
Ld 
4 
i 


able in a heavy-duty FH-5HD 
size folding machine PLUS 
SUPER-POWER MOTOR for 
large production runs. 100% 
fully automatic with conveyor 
belt and receiving tray, -port- 
able work and jogger table. 
Folds 120 sheets per minute 
(all popular folds) . . . conveys 
and stacks folded pieces. 


cylinder duplicating machine. 
Machines may be run at high- 
est speed. Extra-sharp copies 
everytime. Five different nylon 
mesh layers provide perfect 
penetration and dispersal of 
Paste-type ink for electronic 
stencil work. Everlasting nylon 
won't clog, won't stiffen — y 


lasts a lifetime. 
Other famous PRINT-O-MATIC products e A.2G Card Size Duplicator @ Impress Twin-Pakt Stencils 


for all makes of machines @ Impress Formula 27 Liquid Duplicating Ink @ Fully Automatic Models 5-A (Manval) 
and 6-A (Electric) Stencil Duplicating Machines @ Model FH-5C Fold-O-Matic Office Folding Machine @ Diagraphy. 


PRINT-O-MATIC CO., INC. 
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Marvelous invention! Just 
enough ink to print 750 fully- 
typed post cards is vacuum 
sealed in a throw-away plastic 
film pouch, for quick, clean 
inking without waste. New, 
faster-drying mimeo ink spe- 
cially compounded for postcard 
work. No mess, no fuss, no 
worry. Perfect copy every time. 


that ‘‘gelates’’ to a paste on 
contact with the drum. Won't 
drip, won't separate, won't 
offset. Won‘t bleed through 
sheet. Delivers ebony-black 
press-like impressions. Saves 
time, work, money. May be 
used with closed, open or 
reservoir type cylinder. 


SE a a et a a oe a oe 


724 W. Washington Blvd. 
Chicago 6, Illinois 





NEWS te i her select the best one for her needs Norman Hanna Joins a 


and closed the sale. Midwest Forms Com 
As far as Meilink is concerned, this Norman L. Hanna — 


“delayed action” postcard is  proof- 


18-year-old Direct Mail 


chairman of the 





ty osncngd : baie manufacturers divisic Tess 
Postcard Leads to Sale positive that “Direct mail never dies” — ecitnamae pala t the Nation 
Thanks to a direct mail postcard that it just fades to the back of someone's fine Equipment 
stayed “live” for 18 years, Mrs Joseph drawer or file and pops up to help Aase. tas tonne 
Guston of Grand Rapids, Mich., is now close a sale most anytime! 


vice president of 
the D. C. Wooden 
Co., business forms 
manufacturers at 
Kalamazoo, Mich 
His resignation as 
general sales man 
ager of the Philip 
Hano Co. was ef- 
fective February 
15. 

The Wooden Company was founde: 
in 1920, has been business forms printer 
for the past 20 years and entered th 
snap-apart and continuous business for 
field some 11 years ago 

The company is inaugurating an , 
celerated sales program in the deal 
field, according to Mr. Hanna. fy 
pansion plans which involve new off 
set presses, collators and binding equip 
ment call for installation of key dealers 


protecting her personal papers in a letter 
vault. Dealer Fred Hoogerhyde of that 
city has an order 

Eighteen years ago — the date on the 
postcard is Nov. 28, 1940 Meilink 
Steel Safe Co. sent a direct mail postcard 
pictorially highlighting the virtues of 
their “security chests” to C. Sam Carlson 
of Chicago. 

Just recently, C. C. Penske, Meilink 
vice president and general sales manager, 
received this letter in the morning mail: 

“Dear Sirs: 

Your home safes have been recom- 

mended by my friend Mr. Sam Carl- 

son of Chicago Please send 
literature in regards to same to Mrs. 

Joseph Guston.” 

Promptly, a letter went to Mrs. 
Guston, thanking her for her inquiry, 
enclosing a catalog and saying that a 
Meilink dealer would call her soon. 











ee me with the heaviest concentration in the 
Fred Hoogerhyde of Fred J. Hooger- Midwest, but with a specialized pro- 

hyde & Sons, Meilink dealer in Grand Mes. Joseph Gusten gets seme pointers gram for dealers along the eastern ge. 
cae ; on protecting her hard-to-replace papers ° ‘ ' 

Rapids, paid a prompt call on Mrs. from fire, from James M. Hoogerhyde board and in the deep south. 

Guston, pointed out the features of the partner in Fred J. Hoogerhyde & Sena, Mr. Hanna was elected to his NSOBA 

various models of letter vaults, helped Grand Rapids, Mich., dealer. office last fall. 
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Writes Mr. Miller, President of Ulbrich’s and past president of N.S.0.E.A: 


“Our B&L magnifier sales are up an average of 61% in our 7 stores th 
since we put these magnifier displays to work. We find real profit in 
B&L magnifiers with these eyecatching displays on the counter.” 


ah Will 


Put these displays to work in your store for plus profits Se 
fast. Surveys show average turnover of magnifiers is 4 
times a year... 4 profits a year. write today for full 
details, Bausch & Lomb Optical Co., Rochester 2, N.Y. S] 


SEE US AT THE N.Y. STATIONERY SHOW 


Come up to our exhibit in Room 538, Hotel New Yorker 
Sa, and register for a chance to win a stunning B&L alligator M 
; finish binocular worth $192.50. Each registrant will 

receive a free 4-place magnifier. 


MAGNIFYING READERS 
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the team that Stole the shows! 


The CRAFTINT TEAM of 
PAINT-BY-NUMBER SETS 

A was the SENSATION of the 
' ee Industry Association Trade Show 
and again at the TOY FAIR! 
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The ALL-NEW CRAFTINT TEAM of PAINT-BY-NUMBER SETS 


.. WON the CHEERS ...WON the ORDERS... and will WIN 
$.0.EA.: 


es the RE-ORDERS! No wonder it was the SENSATION of the 
profit in 


Trade Shows.....It’s America’s First Family of Paint-By-Number 
sprois,} Sets designed to please EVERY PURSE and PERSON! 


fiers is 4 
for full 
2, N.Y. . 
STOCK ’EM...SELL ’EM...SCORE BIG PROFITS with the NEW CRAFTINT TEAM! 

OW 
wre. FREE Send for Giant Craftint Paint-by-Number Album featuring the complete line with 90 new sets in full color! 
ne Manufactured by the Paint-By-Number Quality - Leader... Value - Leader... Sales - Leader... 
7 f 2 

THE Cra tint MANUFACTURING COMPANY 

NEW YORK + CLEVELAND + CHICAGO 

Main Office: 1615 Collamer Avenue «+ Cleveland 10, Ohio 

ast page See the sensational Craftint team of Paint-By-Number Sets—May 17 thru 22—Hotel New Yorker—Room 904 
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Manufacturers Announce New 
Sales Personnel, Policies 

Howard S. Mermanson, who has 15 
years experience in the industry, has 
joined Wolber Duplicating and Supply 
Co. as a general sales manager in charge 
of Copy-rite marketing, sales and new 
product development. 

C. E. (Gene) Chaddock has been 
named personal representative of the 
Ideal System Co. in Ohio, Indiana, 
Kentucky, West Virginia, lower Michigan 
and western Pennsylvania. 

Oxford Filing Supply Co. has added 
A. Litchard Dickinson to its systems de- 
partment as a specialist on filing systems 
and equipment for the insurance and 
banking fields. He will be available to 
give Oxford dealers active selling help 
with their prospects in these fields. He 
has spent 10 years in systems and 


procedure work and is a _ qualified 
accountant. 
Romco Manufacturing Co. has an- 


nounced the expanded services and 
facilities of Storch-Tepper Associates, 
distributors of Romco Econoline desks 
and allied office equipment. In their new 
location at 46-50 West 29th Street as of 
April 1, Storch-Tepper began warehous- 
ing the complete Romco line. 

Increased sales volume and an ex- 










Six look-alive colors. 


Sell em over and over —with Listo refills! 





panded sales and office force were re- 
sponsible for moving J. M. Davis Corp., 
manufacturers representatives, to large 
modern offices at 170 N. Robertson Blvd., 
Beverly Hills, Calif 

Four men have been added to the 
sales force of E. Errett Smith, Inc. They 
are Al Freethy in the state of Virginia; 
David H. Ogden in Delaware, Maryland, 
eastern Pennsylvania, South Jersey and 


Washington; Vince Unger in Metro- 
politan New York, Westchester and 


Long Island; and George Fairchild in 
Metropolitan New York, Rockland 
county and North Jersey. Edythe Durney, 
former stationery buyer of Cavendish 
Trading Corp., has joined the company 
in its New York sales office. 

Donald V. Cole is the new Hamilton 
Cosco office furniture representative in 
the San Francisco area including northern 
California and Nevada 

Saginaw Industries has named four 
new district managers for their steel store 
fixtures line. They are Harold T. Asmus- 


sen, Tacoma, Wash.; Gervin M. Wayt, 
Morganton, N. C.; Bernard L. DeBord, 
Orlando, Fla.; and James P. Wood, 


Pueblo, Colo. 

W. H. Duetting, newly appointed vice 
president in charge of the cash register 
division of R. C. Allen Business Ma- 
chines, Inc., will be in charge of expand- 
ing the present dealer organization and 
of setting up a more thorough dealer 


YOU'LL HAVE A BALL 


selling this marking pencil! 
Writes on any surface— big, 
bold, clear. Works like a fine 
mechanical pencil—with no 
messy tape to unwind, no stub 
to toss away. All of which 
makes it America’s best-selling 
marking pencil. It’s smart to 
keep it in your catalog! 


training program for R. Allen 

George Mehringer has been Promote: 
to succeed the retiring August BF. Krie: 
as general manager of Jasper Seating 
Co. He started with the company as ; 
bookkeeper 18 years agi 

G. J. Eberhardt Co., with Showrooms 
in the Merchandise Mart, Chicago, i 
now representing Smith Metal Arts Cp, 
in the state of Ohio as well as ip the 
13 other Midwest states it has covered 
for several years. Joseph C. Callachan 
has been named vice president in charge 
of sales by Smith Metal Arts. 

Alvin & Co. recently opened a ney 
10,000 square foot building at Windsor 





Conn., to provide up-to-date packing 
and shipping facilities for the company's 
line of drawing and drafting instruments 
and materials. 

Work has been completed on a new 
warehouse building to adjoin the present 
plan of Amberg File & Index Co, at 
Kankakee, Ill. The company says the new 
modern, one-story unit will permit in- 
creased inventories and faster handling 


LISTO PENCIL CORPORATION - ALAMEDA, CALIF, 
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Stock and Sell Tor Jigs Outstanding Holiday 


Line Featuring Fine Writing Papers, Gift Ideas 
and Paper Capers. See The News in Stationery 
May 17-22 Hotel New Yorker Suite 629-30 


: in Canada by Barber-Ellis 
Montag B 5 N. Highland Ave., Atlanta, Ga. * New York Office 230 5th Avenue © Represented i 
Ontag Brothers, 245 N. Highlar “ , Ga. 
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of orders from Amberg dealers. 

Two new representatives have been 
named to handle the full lines of Pro- 
tectall safes and insulated files. Gren- 
ville Davis, Chicago, will cover Illinois 
and Martin M. Moldow Associates, New 
York, will serve dealers in New York 
State, Pennsylvania, Maryland and 
Delaware. 

C. Howard Hunt Pen Co. has appoint- 
ed George H. Grote assistant 
manager. 


sales 


World Standardization 
Of Envelopes Sought 

Nobody has figured out how much 
extra time and money it costs post 
offices all over the world to handle 
envelopes of all sizes and shapes, rang- 
ing from the No. 10 envelope (91/4 
inches by 414 inches) favored by Ameri- 
can business to the company 4 x 5 inch 
envelope popular in England. Varying 
envelope and postcard sizes are also a 
great obstacle in the automatic canceling 
of stamps and sorting of mail. 

However, a solution is in sight. An 
international project is underway to 
standardize paper and paper products, 
including envelopes and postcards. 

American groups, which had not par- 
ticipated in this international work, have 


SAVE 407 


now expressed an interest in the pro- 
ject. This was reported at a February 
meeting of the American Standards Assn. 
Sectional Committee X2 — Office Stand- 
ards — in New York 

An advisory committee was scheduled 
to meet in New York later to discuss the 
possibility of American participation in 
the work of Technical Committee 6 — 
Paper — of the International Organiza- 
tion for Standardization (ISO). The 
American Standards Assn. is the U. S. 
member of ISO. 

This committee is concerned with ter- 
minology dimensions and methods of 
tests for paper; weights of paper in 
sheets, reams, and rolls; method of ex- 
pressing dimensions of paper according 
to grain structure; postal envelopes; for- 
mat of messages on illustrated postcards; 
the standardization of punched holes in 
paper; and specifications for packing 
paper and cartons 


Interference of Electrical 
Business Machines Studied 
Electric 
been 
radar 


have often 
from areas in which 
television, x-ray apparatus 
and other electric and electronic devices 
have been installed because of the elec- 
trical interferences they cause 
Maximum permissible levels of inter- 
ference are now being studied by a Task 


business machines 


prohibited 
sets, 


and 
more 


Special HOWARD Foil Adaptor given FREE 
with any foil order for $50.00 or more. 


Adaptor fits KINGSLEY or other imprint- 


ing machines. 


Simple to use — easy to attach. 


Adaptor is available at 


smaller foil orders. 


$15.00 with 


When your foil orders total $15.00 — 
we will refund your full cost price of 


$15.00 for the HOWARD Adaptor. 


SEND FOR COMPLETE DETAILS! 


Howard Stamping 
Machine Co. 


Order from factory or 
Sales Representatives 


ees Geeeins Grant Sales Co. 
achine ©o. 3104 Main St. 
yi Kansas City, Mo. 


Tom Barry 
205 W. Calif. 
Columbus, Ohio 


OTHER FOIL PRICES 

a” « DO 

in Tg 

1%" x 50’ 

1” + 50’ 

Comparative discounts 
available. 


$2.25 


1.50 
1.13 
75 


Group of the American Standards Assn. 
Sectional Committee X2, Office Stand. 
ards. Although their immediate intepes 
is in the field of dictation equipment, 
the results will be applicable for all 
types of electrical business machines, 

The X2 committee also considered the 
possibility of dividing itself into fiye 
separate, distinct committees in order to 
deal more effectively with the vagions 
aspects of office standards. The division 
would be as follows: 

(1) Office furniture standardiza. 
tion of nomenclature, sizes, materials 
and components of office furniture. 

(2) Paper — standardization of te. 
minology, sizes, methods of test and 
sampling of paper. 

(3) Business forms, records and ppp. 
cedures — standardization of terminol- 
ogy, sizes, layout, materials, and tests of 
business forms and_ records, and 
the development of standard office 
procedures. 

(4) Consumable supplies — 
standardization of terminology, dimen. 
sions, quality, methods of test of items 
of consumable office supplies, e.g. pen- 
cils, erasers, staplers, etc., but not to 
include paper. 

(5) Business machines — standard- 
ization of those features of business ma- 
chines affecting installation, performance 
and operation. 


office 


ON IMPRINTING FOIL 


HOWARD FOIL 


.is unconditionally guaranteed* 
to be of equal or better quality 
than any other foil. In over 20 
different shades and colors. HOW- 
ARD foil is made in open rolls so 
you can ‘ SEE HOW MUCH 
MORE YOU GET. . . SEE HOW 
MUCH FOIL IS ON YOUR MA- 
CHINE. Compare prices: 


HOWARD FOIL PRICES 
3” x 100’ $3.00 
2” x 100’ 2.00 
1%" x 100’ 1.50 
1” x 100° 1.00 


DISCOUNTS: 
rolls 
rolls 

rolls 


10% 
15% 
20% 


12-25 
26-50 
51-100 


*HOWARD will completely refund your full foil purchase price if you do not 


agree with this statement. 


With a HOWARD — one machine imprints 2 to 6 lines of type . - - 


any 1” x 3” area with dies or 


cuts. 


imprints 


WRITE FOR FREE FOIL SAMPLES! 
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ARE YOU “WAITING ON’”’ 

















OR “SELLING TO?” 











There’s a difference between, “waiting on” customers 
and “‘selling to” them. It shows up in sales—whether 
the Summer is slower than usual, whether minor 
recessions become major ones. 


You can always tell the store with a staff of salesmen. 
It has a busy, optimistic atmosphere—sales people 
know their merchandise, point out its features, and 
advise you on its merits, or better ways of doing 
things. 

The greatest help to this kind of business is knowl- 
edge of stock. When every man knows thoroughly 
the lines carried, and has studied the manufacturers’ 
catalogs, when he knows what, why and how, he 
develops enthusiasm which strikes a spark in the 
customer, 

This is why we hope every Acco dealer and his sales 
force will get to know the Acco catalog. If you know 
the line—really know it—you can’t help but build 
your volume, your number of customers, and your 


profits! 



















ACCOBIND FOLDER for 
Legal Records: Plain tabbed 
or metal tabbed. Has ex- 
panding red rope pocket 
for holding records associ- 
ated with bound contents. 
““E’’ type Acco Fasteners 
with Slideway. Very con- 
venient for lawyers, mort- 
gage and loan firms, etc. 


ACCOPRESS BINDERS in 
larger sizes especially val- 
vable for list sheets. Plain 
or tabbed. Genuine press- 
board stands wear and 
tear for years. Capacities 
from 1” to 6”. Choice of 5 
colors. May be used for 
temporary or permanent 
binding; also catalog 
covers, proof files, etc. 


SEE YOUR CATALOG 











ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Lid., Toronto 
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NEWS 


Office Equipment Is Big 
Business in Britain 

The British Information Service 
that Britain is today the world’s largest 
manufacturer of office equipment, export 
ing more than $70 million of its products 
every year to three-fourths of the world 

To give better continuity to the in- 
dustry’s annual exhibition, hitherto held in 


2:8 & 2 @.0:.6.6¢6 9 @.2 @ ¢.@ 


says 


four different cities successively, it has 
been decided to stage it each time in 
London. The dates of the 1959 National 
Business Efficiency Exhibition are May 
26-June 4. 

N. Y. Stationers Oppose 
City Sales Tax Increase 

The Stationers Association of New 


York, comprising a membership of most 
of the commercial stationers in New 
York City, has not only gone on record 
as Opposing an increase in the city sales 
tax but also has been waging a 
paign to stir up active opposition 
throughout the city. 

A proposal has been made to increase 
the city’s 3 percent sales tax to 4 percent. 

The stationers group held an anti- 


cam- 


4 percent sales tax rally February 9 at 
Harold 


Regency Thermographers with 
Hein, vice president, presiding. 











But hundreds of your customers do . . 


know about Cramer “Guardian” Office Machine Stands. 


Old-fashioned office machine stands are just about as un- 
stable as four spindly toothpicks. . . 
new sales before your customers pick up a ruined machine 


from the floor. 


Cramer Office Machine Stands are sturdy steel. Safety 
domes are edged with plastic rings that “freeze” to the floor. 
Built-in fingertip levers control casters and side leaves. Tell 
your customers their machines deserve to be “Backed by the 
Best.”” There’s a Cramer stand for every office machine. 


* Write for Complete Details 


and you can pick up 


In addition to registering their own 
strong protests, the stationers are saturat- 
ing the city with pre-printed protest 
cards for others to mail to the Mayor 
of New York City. The cards were dis- 
tributed with each delivery or mailing 
made by a member of the Association, 
thus blanketing the entire business and 
industrial community of the city 

The protest card plan was commended 
by leaders of a city-wide committee op- 
posing the tax Reasons for 
the opposition are that the tax increase 
would tend to divert retail trade to the 
suburbs; that commerce and industry would 
leave the area and reduce job opportuni- 
ties accordingly; that the tax burden on 
middle income families would increase; 
and that transit system patronage would 
decline. 


increase. 


“World’s Best Lighted 
Office’ Opened by G-E 
General Electric has unveiled what 
it calls the best lighted office in the 
world as an addition to its Lighting In- 
stitute at Nela Park, Cleveland, Ohio. 
Engineers have created nearly as 
possible the “optimum total office en- 
vironment which workers may some day 


as 


enjoy,” according to Willard C. Brown, 
manager of lighting education for the 
G-E Large Lamp Department 

Among the important advances on 





display are a new type plastic louyer 
a new system of ventilating the lightn. 
system, and lighting levels up to 
1,000 foot-candles, 10 20 times the 
average illumination existing in offices 
today. 

A company office lighting specialig 
uses annual costs of workers, equipment 
and figures on their productivity to show 
that an office with improved light 
need only increase worker efficiency One 
and one-half percent in order to 
for itself and begin earning a profit, Ip 
actual practice, he says, efficiency Bains 
up to five percent or more are typical. 


Sheaffer Display Contest 
Winners Are Announced 

Dealers in Wisconsin, Washington and 
California have taken top honors in a 
nationwide display contest conducted by 
the Sheaffer Pen Company. 

Awards of $100 went to the Daly Pen 
Shop, Milwaukee; Vines Pen Shop, 
Seattle; and the Schwabacher-Frey Co, 
San Francisco, for their outstanding win- 
dow displays of Sheaffer products during 
the 1958 Christmas season. 

Forty-eight other winners, from 31 
states, received merchandise awards 
Thousands of Sheaffer dealers entered 
the contest, which closed in December 
Winners were selected from photographs 
sent to the pen company’s headquarters 


OFFICE MACHINE STAND 


YOU 
WOULDN'T 
SET AN 
EXPENSIVE 
MACHINE 

ON 
TOOTHPICKS! 


Model OMS-1 








* 


. because they don’t 


ere as tee ee 


$6602 


Ce ee 


2 ea 


k 





1 ea.—S$6611 


HI-MODEL POSTURE CHAIR 





POSTURE CHAIR COMPANY, 


625 ADAMS STREET 


DEPT. MS-5 « 


KANSAS CITY, KANSAS 








INC. 
Drafting Stool 4D-22-1C 
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Now ... Choose from TWO Self-Serve Revolving 
Counter Displays of 


EAGLE BRAND 


Typewriter Ribbons! 


Model #350 


Rack Holds Over 
¥. Gross of Ribbons 
In 1 Sq. Ft. Area 


e 100% SELF-SERVE 
MERCHANDISING PLAN 


e CREATES IMPULSE SALES 
e EACH RIBBON 


VACUUM PACKED 


NO EXTRA COST 


e 60 DIFFERENT 
RIBBONS ON 
JUST 12 SPOOLS 


e 2 COLORS 


e SIMPLIFIED INVENTORY 
CONTROL 


ee 


AMERICAN RIBBON AND CARBON CO., INC. 


Manufacturers Since 1898 


a MS, Box 1212, Rochester 3, N.Y. 


BPE 


feed ™ BRAND 


Ph say Pac Keo 


Model + 100 
Rack Holds Over 


Pick the rack that meets your needs... Wee| 1 Gross of Ribbons 


° P f & In Sq. Ft. Area 
either one will increase 


your sales and profits! 


In store after store, the Eagle Brand self-serve Standard Dis- 
play Rack No. 100 is revolutionizing typewriter ribbon sales 
and profits. Now, for those stores which prefer a smaller dis- 
play, we offer our Starter Rack, Model No. 350. It holds 6-8 
dozen assorted ribbons—your investment is nominal. So pick 
the display that’s best for you. And remember, as your volume 
grows ...and it will... you can change to Standard Rack No. 
100 that will hold up to 16 dozen ribbons. Both displays oc- 
cupy only 1 sq. ft. of counter space! 

Eagle Brand’s transparent vacuum packing keeps each rib- 
bon factory fresh . . . lets the customer see and select the cor- 
rect ribbon quickly and easily. The self-serve display rack 
promotes impulse buying .. . simplifies inventory control... 
assures faster turnover and increased sales with smaller in- 
vestment, 

Write today for full details on how you, too, can cash-in 
with Eagle Brand typewriter ribbons. 





‘ EAGLE -2: BRAND 


VACUUM PACKED 


TYPEWRITER RIBBONS 


® Finest quality @ Aiways fresh @ Last longer 
@ Sharper writing © No extra cost 
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MAKE | a 
= ° arles Field, 
AS MUCH AS | EM winner of the ber 


Cords campus cor. 

. — toonist contest, is 

51% PROFIT... | i shown leaving New 
York for Paris on 

the trip he won, 
The 22-year-old 





by Switch Tare ‘ < Air Force officer, 
who entered the 

| d contest hil 
t Oo student b an 
the New | = wien 


as winner by 
judges Steve Aj. 
len, Groucho Marx 
and Al Capp. 
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It's a fact... R.C. Allen’s dealer quota — 

program vais as you dats biggest relge) int | Part of the Pencil Week promotion this year included the 
tial he indust f ti presentation of custom fashioned pencil caddies like these 

poten lal in the indus ry... Tor sening to television celebrities such as Jack Parr and Charlie Weaver. 


the most advanced, feature-filled new Each pencil had the entertainer’s name inscribed in gold. 
typewriter on the market today. 


And, it's available at the /owest dealer 
cost in selling the school market. 


Here are some of the new VisOmatic’s features: 
@ new built-in dual card holder 

fully automatic margins 

fingertip tab set and clear buttons 

new automatic bail for instant paper insertion 

half space escapement and margin justifier 

choice of seven office-matched colors 


Write for information on an exclusive territory franchise. 


R.C.Allen 


Business Machines, Inc. saow 


PAGES 
682 FRONT AVE., N.W., GRAND RAPIDS, MICH. ae | Jehn Mosler, center, and Edwin H. Mosler, Jr., right, con- 
: gratulate Harold Grigg, international division manager : 
Mosler Safe Co., upon his retirement after more than 3 

98 years in the safe business. 













Adding Machines « Bookkeeping Machines « Cash Registers ¢ Typewriters 
Safes and Files e Carbon Paper and Ribbons « Precision Aircraft Instruments 
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explaining the fine 
of pencil 
ity during the 
in-city closed cir- 
wit telecast by 
tagle Pencil Co. 
this spring are 
povid E. Price, vice 
president and di- 
rector of market- 
ing, left, and Carl 
Schutz, director of 
sles education. 


Tool design plans for one of Eastman Kodak's divisions are 
maintained in this Dolin Mobile Storage System installation 
by Rochester Stationery Co., Rochester, N. Y. Two rows of 
mobile plan files on tracks are placed in front of a rear 


fixed row to provide maximum storage capacity in a small 
area. 


Vincent M. Hysick, right, Westfield, N. J., winner of the 
president's award as Salesman of the Year for the Joseph 
a Pencil division, is shown receiving his engraved watch 
om Frank G. Atkinson, Dixon president. Stewart B. Ander- 


eo Grove, Calif., won the 1958 Horace B. Van Dorn 
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When you Allen-ize by selling the R. C. Allen 
line your sales are easier, your profits great- 
er. Take the R. C. Allen 10 key Model 5111 
adding machine ... . it boasts of selling fea- 
tures galore that put it in a class by itself. 




















Here are the features that make your selling 
easier: Automatic credit balance . . . Auto- 
matic step-over multiplication . . . Positive 
of-1o1 mJ oF- 15-0] ag -104 0] a a al Mole) aa-ieh dlolan-lare| 
falolabr-1° (0 MN<-) sme O71 10 1) Gl oy- 1 lale-Pu-J0 1 0) 0g- [0a 
Vale Moi a-Yoi mco)e-1 lM lama-1e Mums) 11-4 (-Pire (00) 0) (-i- late! 
triple cipher keys .. . plus the famous R. C- 
Allen Memory and Recall keys that make any 
fo} ol-1¢-1 0] ar- 1am ->.4el 188 

Yomi gat-1.¢-Mm 20101 6-1-1) a- m 01.0°) 1) @-> 40) -10 Go) 
Allen-izing for more profit. 

@. 


4189 10 key 815 Full Keyboard 07E Portable 


R.C.Allen Business Machines, Inc. 


682 FRONT AVE., N.W., GRAND RAPIDS, MICH. 


Adding Machines « B 
e Typewriter 
and Ribbons 


kkeeping Machines « Cash registers 
and Insulated Files « Carbon Paper 
e Precision Aircraft Instruments 


e Safe 





| want to Allen-ize for more profit. Send me the 
complete information. 


Name 
Address__ 


a State 


- - + for more details circle 106 on last page 








0 ee 


New Research Explores 
Influence of Typewriters 

A major research program to explore 
the use of the typewriter as an aid to 
basic learning fourth and fifth 
grade children is being conducted by three 
universities and Royal McBee Corp., which 
provided grants for the studies 

An effort is being made 
current school year to determine the in 


among 


during the 


fluence of use of a 
educational development of — eler 


entary 
children in I 


school areas suci as 


hasic 
reading, spelling, social studies, arithmetic 
creativity and handwriting 
Three studies are being carried on in 
dependently at University School 
of Education, Columbia University Teachers 
College, and the College of 
of the University of Illinois. 
Regular classes will be equipped with 
portable typewriters and typing will not 
be taught only as an isolated subject to 
a select group of pupils 


Boston 


Education 


The man in charge of the research at 
Boston University, Dr. Donald D. Durrell 
says “quality and handwriting 
will, of course, be of concern to us; pos 


spe ed of 


sibly the neatness of typewritten work may 
encourage improvement in 

Philip M. Zenner, president of 
McBee, says it will be a completely scienti 


handwriting 


Royal 


fic and professional study of the influence 


new ideas...new values...mew Service... 


Things are humming at ART GUILD 
to make this the biggest year in our 
history! From Maine to California... 
for the masses or the carriage trade... 
nothing beats the ART GUILD lines 
in ingenuity or profit opportunity! 


Ask us to prove it. 


250,000 sq. feet on 10 acres of land 





MEMBER OF 
54 


typewriter on the 


THE NATIONAL ASSOCIATI OF 


of the portable typewriter in the regular 
classroom on the learning process of the 
younger child. The tests will include 
more than 40 classes in some 30 elementary 
findings will be published 
after the 1958-59 school year. 


schools and 





Star salesman Vincent Belgarbo, right, 
was the only new member received into 
the Horder 20-Year Club this past year. 


He is shown receiving a gold watch 
from O. Gressens, president, at the an- 
nual meeting of the Club which has 41 
members with years of service ranging 
up to almost 70. Other employees re- 
ceived 5, 10 and 15-year pins. 


Furniture Showroom Opened 

Narcus Bros., Worcester, Mass., 
opened a new office furniture show- 
room at 10 Barton Place. A 10-day grand 
opening ran fron 


have 


January 22 to Feb 
ruary 1 


Y ART GUILD 


v ENCORES 


for everyday & seasonal cards 


for smart contemporary cards 


Support for Handwriting 

The Lead Pencil Manufacturers Assn 
is a mew sponsor of the Handwritigg 
Foundation which was inded about 
four years ago by members of the Fou 
tain Pen and Mechanical Pencil Many 
facturers Assn. In announ ing the lead 
pencil group's support of the program 


Frank G. Atkinson of Jos Dixon 
Crucible Co. said “it is hoped that 1959 
will see a continuance of the good 


job being done to revitalize American 
interest in this important subject.” Thy 
Foundation is seeking additional sup 
port from banks, department stores, ip 
surance companies, telephone companies 
and any other forms of 


enterprise hay 
ing a stake in handwriting 


W-J Management Wins 

In a letter to the trade and all its 
dealers in early February, Wilson Jones 
Co. announced that the attempt by an 
outside group to take over control of 
the company was defeated at the an. 
nual meeting in Boston, January 29. The 
final vote was 
agement and 


184,384 shares for man- 
126,183 for the opposi 
tion. ‘Nearly all of the vote registered 
by the raiding group had been pur. 
chased in an_ ill-advised campaign to 
take over this company,” the manage 
ment said. “Their support from inde- 
pendent shareholders was negligible,” a 
statement said. 














GREETING 
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SINCE. 1907 
OF WILLIAMSBURG, INC. 


MAIN OFFICE: 3280 Broadway, New York 27 ¢ PLANT: Webster, Mass. 
REGIONAL SALES OFFICES: Kansas City, Los Angeles, San Francisco 


CARD PUBLISHER 
















:] 
turers Assy 
1andwriting 
nded  abpy 
f the Foun 
Ncil Many 


iz the lead 


© program 


OS Dixon 


d that 195 
the £00 
Americar 

Dject.” The 

10nal sup 

Stores, In 
COMpanies 

rprise hay 


ind all jts 
lson Jones 
npt by an 
control of 
it the an 
ty 29. The 
for man 
ie Opposi 
registered 
been pur- 
Ipaign to 
; Manage 
rom = inde 
igible,” a 


vc. 


r, Mass. 


ancisco 








FIRST AGAIN. 


+ GIBSON First IN THE 


GREETING CARD INDUSTRY WITH 
IBM “RAMAC” ELECTRONIC REORDERING 
























ng of 
| a " gliocatio" 
ror 
10 of = of 
int 
1 ee 
: best 
matic selection of 
rom ‘ 
4 wes design® This brilliant new electronic brain enables Gibson to provide NEW YORK 
- selection | - faster, more efficient handling of your orders, greater ac- Stationery Show 
pepert Of oan to you curacy through automatic selection of design and correct May 17-22 
4 gesian ° cording ro Yur billing of the merchandise shipped. You cut clerical costs HOTEL NEW YORKER 
indivi al § - increase profits. Rooms 1133-1134 











tne Gbs0l} Art Company e- Cincinnati 37, Ohio 


‘ 1 
g THE GIBSON ART COMPANY, DEPT. MS-5 4 
i Cincinnati 37, Ohio 1 
fj Tell me the advantages of electronic reordering. How can I make 3 
yj ‘more money because of your new electronic system? P 
i 
y Name ; ingles — i 
| 
: Firm _ 9 i 
1 
B Address 3 
' 1 
§CCity = = 7 State } 
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Retailers Told How 
To Protect Store’s Cash 

The Christmas season usually sees a 
marked increase in activity by criminals 
preying on retail stores and John Mosler, 
executive vice president of Mosler Safe 
Co., took note of this fact in offering a 
six-step cash protection plan which mer- 
chants can use all year around to thwart 
burglars. 

1. Keep as little cash as possible in your 
cash register. Transfer surplus cash to 
your safe as often as possible. 

Take advantage of your bank's night 
depository so you won't have a lot of cash 
on the premises overnight. 

3. Vary the time of your trips to the 
bank. Never adhere to a set pattern 

4. Keep “bait money” on which you 
have recorded the serial number on hand 
In case of a hold-up, hand the bait money 
to the thief. This will enable police to get 
a line on the culprit as soon as he tries to 
pass his loot. 

5. Protect cash left on the premises with 
a burglar-proof safe in a prominent spot 
with a light burning nearby. 

6. Never take cash home with you at 
night. 

For additional holdup protection, M1: 
Mosler recommends equipping a safe with 
a delayed action timelock, so that it will 
not open for a set period of time (usually 


15 minutes) even though the correct com- 
bination has been used. Most stickup men 
are in a hurry, he said, and few of them 
are willing to wait 


American Geloso 
Expands Headquarters 

The entire fifth floor at 251 Fourth 
Ave., New York 10, N. Y., has been 
taken over as headquarters for American 
Geloso Electronics, Inc., North American 
sales division for the 7/2-pound Geloso 
StenOtape” Recorder and other prod- 
ucts. It is the company’s third major 
expansion move in less than two years 
Earlier this year the company an- 
nounced what it called the first full- 
year consumer warranty ever offered in 
the tape recorder or dictating machine 
industry 


Free Check Analysis 
Offered by Burroughs 

A free check analysis service for the 
office equipment industry to help its 
members re-design their checks for 
electronic bank bookkeeping is offered 
by the Todd Company Division, Bur- 
roughs Corp. 

In addition to rating a check on its 
adaptability to electronic processing, an 
analysis chart will also appraise it on 
12 other points, including general ef- 
ficiency, arrangement for accurate bank 
handling, advertising and public rela- 


tions values, color, typ« 
layout, and safeguards 
alteration and forgery 

To take advantage of the service con 
panies should send a sample of the che 
or checks they use to the attentio, 
of the Check Analysis & Design De 
partment, Todd Company Division, Bu; 
roughs Corp., P. O. Box 910, Rocheste 
3, N. Y. The samples should be cancel 
by an all-zero checkwriter impressig, 
on the amount line 


raphy, gener 
vided agains 


Sales Manager Named 

The American Crayon Co., division 
of the Joseph Dixon Crucible Co,, has 
announced the promotion of Max 1 
Smith to sales manager. Mr. Smith is; 
former president of the New England 
Travelers and former vice president of 
the Boston Stationers Assn. He and his 
family now reside in Sandusky, Ohio 
home of The American Crayon Co. 


Royal Metal Expands 

Purchase of Joseph Sankey & Sons, 
Canada, Ltd., has been announced by 
Royal Metal of Canada. Sankey makes 
a line of metal office and industrial 
furniture including desks, tables, filing 
cabinets, partitions and shelving. The 
combined operation will continue under 
the Royal name. Royal Metal of Gan 
ada is a subsidiary of Royal Metal 
Manufacturing Co. of New York. 


KLEENCUT. 
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FINE CUTTING QUALITY ALL PURPOSE SHEARS 








NO. 1011—ALL-PURPOSE SHEAR ASSORTMENT 
The World's Fastest Selling Shear Mer- 


NO. 1911 — STATIONERY ASSORTMENT 


RETAIL 


DEALER 


You get 7 different shears — from 7” to $117° 
chandiser! One dozen All-Purpose household VALUE 
tifully finished. Guaranteed. 
DEALER $ 6°6 plated blades with black enameled handles. sia 


RETAIL $4 5's 
12” including .Straight Trimmers, Bent VALUE 
Trimmers, Library, ers, and Paper DEALER shears mounted on striking red, white, DEALER 
iced, Beau- $ O'° and black card for counter or wall. 2 pairs cost <7" 
quick sales on colorful card. os 4 31 
Retail from $1.79 te $2.50 PROFIT Retail 98¢. 


Hangers Shears. Moderately pr Cost 
splayed for E 6”; 6 pairs 7”; 4 pairs 8”. Gleaming nickel 
ORDER FROM YOUR JOBBER OR WRITE THE ACME SHEAR CO., BRIDGEPORT 1,CONN. World's Largest Manufacturer of Scissors & Shears 
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iL OWL BEST SELLING TEEN-AGE ITEMS 


Holp Build Your Gallee... 


Proven best sellers in stores throughout the country. 
Teen-age captions stamped in new “bright gold foil” 
that ddes not dull up. Padded covers in choice of 
Goldenrod, Ivory, Teal, Wine 


ALBUMS AND SCRAP BOOKS 
L413—"Snapshots"” 10!//44"x13'/2", | in box. 
$18.00 Dozen 
V513—Snaps & Scraps 145%''x!2", | in box. 
18.00 Dozen 
: L13T—Pocket Album 3!/)"x2!/.". 12 in ctn. 
—_ 4)¥ eae , 7.20 Dozen 
at (eo LI7T—Pocket Album 334'x334". 12 in ctn 


, UN ie) 9.60 Dozen 
Sctol[Jainge fla 4 Plo 


DESK ACCESSORIES 


13—Letter Opener (Gold Plated). 12 in 
$ 4.80 Dozen AUTOGRAPH ALBUMS 


pkg. 
113—Memo Pad 4x6" 12 in pkg. 6.60 Dozen A813—Autograph Album (without lock) 
213—Letter Basket 12 in ctn. 8.40 Dozen 6 in carton. $9.00 Dozen 
313—Desk Pad 16x21""6in pkg. 15.00 Dozen A833—Autograph Album (with lock) 
| in box. 13.20 Dozen 


LOCK DIARIES 


1013—5 yr. diary 5¥g"x43¢" 24Kt gold 
edges, | in box. $18.00 Dozen 
1113—1 yr. diary 59"x4¥%%" 24Kt gold 
edges, | in box. 18.00 Dozen 


WRITING CASES 


C313—Zipper closing, 1!0'x7" tablet, en- 
velopes, | in box. $24.00 Dozen 
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SAMUEL WARD 


MANUFACTURING COMPANY 
29-37 MELCHER STREET, BOSTON 10, MASS 
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NEWS ... 


Directory of Pen, Pencil 
Manufacturers Published 

The Fountain Pen and Mechanical 
Pencil Manufacturers Assn., soon to be 
called the Pen and Pencil Manufacturers 
Assn., Directory of 
Manufacturers f the 
Mechanical ent 
Industry 


ae: &. 6 2 oe @ 6-2 


issued a 
and 
Handwriting 


has new 
Products ri 


Instrun 


The new directory is in loose-leaf 
style and contains the names of all manu- 
facturers and what they produce. Copies 
of the 32-page publication may be ob 
tained for $2.50 from Frank L. King 
executive vice president, Fountain Pen 
and Mechanical Pencil Manufacturers 
Assn., 1426 G Street N. W., Washington 
aa, &. 

Boothby Elected to Head 
Wholesale Stationers 

William Boothby of Central Ohio 
Paper Co., Columbus, Ohio, was elected 
president of the Wholesale Stationers 
Assn. during the group's 43rd annual 
convention in New York recently. He 
succeeds Mortimer H. Chute of Bain- 


bridge, Kimpton & Haupt, 
down after two terms as president 

Vice president of the WSA 
supply division is Ralph Moser of 
Federal Stationery Division of Carpenter 


who stepped 





office 
the 





Paper Co. Vice president of the school 
supply division is Roy Kerr, Kerr Paper 
Co 


The held 


banquet 


its annual 


Lroup 





Donald S. Frey, WSA secretary-treas- 
urer, left, and Dr. Paul D. Converse, dean 
of marketing professors, were among the 
speakers at the 43rd WSA convention. 





Left to right at the WSA exhibit are Don 


Eureka Specialty Printing Co.; 
Eureka; Paul Jaeqqin, Montreal 
Ltd.; and Felix Hauser, 


Cooney, 
Leo Berl, 
Stationers, 
Eureka. 


More Profit For You! 


Ti Tare) 


PERSONALIZED 
BULLETIN BOARDS 









making. Get all the details today! 


WRITE TODAY FOR FREE LITERATURE . . . 
pin-up boards, many others. 


BETTER ‘CAUSE 
THEY’RE BETTERCRAFT 


| Dept. 


also details on cork boards, 


with your school name— colors —insignia— emblem 


The personalized touch is what makes these Bettercraft 
Bulletin Boards sell so well. Every student, dorm or house 
study room is a sure-fire prospect for year-round profit- 


March 3 
their displays 


on Tuesday, 


70 exhibitor 
30 p.m. the 


4 lose d 


following day. 


Y] 





















































Looking over a new pen at the Ws) 
show are Ben Sanders and Cris Edm's. 
son, both of Micropoint, Mort Chute, Jr, 
and Berton Salib, both of Bainbridge 
Kimpton & Haupt, and Jack Herman, als, 
of Micropoint. 





lk, 


Matt Mondanile, Autopoint, Vic Turner 


eof Brighton Stationery and Printing, 
Brooklyn, and Wayne Fischer of Auto- 
point discuss a new pen set. 











Cork —_ Boards—All sizes, 
hoice of frames 


iTHE BETTERCRAFT COMPANY: 


I 311 North Desplaines Street ¢ Chicago 6, Illinois « STate 2- 6683 | 
MS 
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Pin-up boards— 
Popular, fast moving 
item 


World's Largest 
Manufacturers of 
Home and Sc 

Bulletin Boards 
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sted Glo-| 
some sto 
Accessory 















BLE BARREL PROFITS 


SS 


wet 

yr Nae 

Tye™ . ao sow 
4% 


_ 


a 

) o e \N 
yet ow *~ 

Braga) 


Ri 
Enonct 


Catalog of BUSINESS 
¢ t a And PROFESSIONAL 
STATIONERY 


atte | orosmmcron = THERMOGRAVED insiper” ——kmnooncsmen 
“rue STATIONERY! 




























Strathmore Bond supplied 


Wedding Informals America’s Distinctive Wedding, without additional cost on 
geeetions = Thank You Business, Professional Line Letterhead and Envelope Orders 
anouncements Cards . 


luncheon Name Cards e NO INVESTMENT 

Invitations Menus e NO INVENTORY 

Engagement Shower Cards e FULL 100% MARKUP 
Announcements Place Cards e WE PAY POSTAGE 

Wedding Napkins, 

Anniversary Matches, 

levitetions Coke Boxes Throughout the country alert retailers 
‘ ye are making double barrel profits by 
_ Bar Mitzvah Invitations featuring Coronet Thermograving — 
Sympathy Acknowledgments (raised printing) — so pleasing to 


touch as well as sight! 


Your Order Shipped in 8 hours. Coronet will supply you FREE beauti- 
Allow time for your order to reach us ful presentation books of thermo- 
td reach you in return.) graved samples that SELL themselves! 
We Pay Postage Profit for YOU! Mail Postcard TODAY! 
lowest Prices For Full Markup 

Top Quality Vellum , a 


fxacting Perfection in the Traditi | 
* Ge teteed ~ seal © Trecwene CORONET THERMOGRAVERS, Inc. 


99 Webster Street 
Pawtucket, Rhode Island 





ds— 
st moving 


a: YES, please send immediately: 
's insert printed on 120 Ib. Rising Win- 
fed Glo-Brite Pure White Bristol . . . the — eer , , 
ume stock used on Coronet Wedding Gold Book of Distinction Wedding Stationery 


Accessory cards. Business & Professional Stationery 


CORONET 


wil THERMOGRAVERS, INC. 





















NAME 
FIRM NAME 


ADDRESS 
99 Webster Street, Pawtucket, R. I. CITY 





NEWS 


1959 NS 
Available 
A revise 
by $¥/2 inc 
939 Dire 
ready for 
Stationery 
The 1068 
f 2,500 1 
manufactur 
‘S 250 pri 
sources. It 
















source for 
salesmen é 
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The di 


THE FABULOUS HOUSE = 
THAT SERVICE BUNT! tky Play) =: 


governors, 


r, stricts 
| | RIPLE .. 

Coronet is geared to do one thing — and do TRIPLE ACE E no 
it best — produce the finest quality thermo- §Quipy, "8 gasraphic 
graved stationery for the lowest possible price re} on Nr a ine =“ 
and fastest service! Ur "xpang. le ; § the “ 
holesaler 

ing Volum Section 
59 ecto 
NO INVESTMENT . iphabetic 

NO INVENTORY with the 
FULL 100% MARKUP 4s 
WE PAY POSTAGE ‘Acros 
can quick! 
is found | 
SELL Coronet mag of 
America’s Most Distinctive » atm | 
Wedding Stationery Line lone 
“One thing we like about Coronet . the speed 140 Inves 
of service! Our orders are back before you know D.C 





it. Coronet Wedding Stationery has helped us to 
win new friends and customers.” 


SELL Coronet 
America’s Most Outstanding 
“You can depend on Coronet we ship them Business and Professional 
as many as 35 orders a month and every order Stationery 
comes back promptly, thermograved to perfec- 
tion. We certainly found a new money maker 


when we started to sell Thermograved Wedding 
and Business Stationery.” 

















Oe ORDER your FREE 
Catalogs TODAY 


Mail This Postcard 
Now! 






Postage 
Will be Paid 











BUSINESS REPLY CARD 


PERMIT NO. 707 — PAWTUCKET, R. |. 
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CORONET THERMOGRAVERS, INC. 
99 Webster Street, 





CORONET 


THERMOGRAVERS, INC. 


99 Webster Street, Pawtucket, R 


Pawtucket, R. I. 
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1959 NSOEA Directory 

Available to Members . 

A revised format and convenient 11 
ye gl inch size are new features of the 
1959 Directory of Membership now 
wady for dist ibution by the National 
sutionery and Office Equipment Assn. 
The 168-pax¢ book includes listings 
§ 2.500 retailers and wholesalers, 650 
nanufacturers and 1,000 salesmen as well 
250 product classifications and their 
wurces. It provides a valuable reference 
manufacturers, dealers and 
addresses and tele- 
included and are 


source for 
glesmen as names, 
shone numbers are 
mpletely up to date. 

The directory of membership is 
tually four books in one with each 
ection clearly defined for quick, easy 
ference. Section I tells the NSOEA 
gory, listing current officers and 
governors, territories covered by the 14 
Districts and other helpful association 
information 

Section II is an alphabetical list and a 
geographical list of all retailers, whole- 
alers and salesmen and their addresses 
merchandise handled as well 
as the phone number is included for all 
wholesalers and retailers. 

Section III an innovation with the 
§9 directory is devoted strictly to an 
alphabetical listing of manufacturers 
with the company address, phone num- 
ber, products manufactured and names of 
key personnel given for each. 

A cross reference by which dealers 
can quickly locate who makes a product 
is found in Section IV, an alphabetical 
isting of product classifications with 
names of all manufacturers of each item. 
Copies are available to NSOEA mem- 
bers only at $3.00 each from NSOEA, 
740 Investment Building, Washington 5, 


D.C 


Tyre of 


























Sta- 
tionery, Medford, Mass., receives the 
portable television set he won in a 
Newbury Guild contest. With him is 
Harry Tichnor. 


William H. Murray of Murray’s 


Newbury Guild Announces 
Dealer Contest Winners 

Winners have been announced in a 
contest sponsored by Newbury Guild for 
its greeting card and stationery dealers 
from Maine to California. Four dealers 
received 17 inch portable television sets. 

To qualify for the contest all the 
dealers had to do was return a postage- 
paid card enclosed with each Guild 
album purchased. The returned card had 
to be marked, stating whether the album 
was or was not received in good con- 
dition, thus helping the company judge 
the effectiveness of a new mailing 
package. 

Winners of the television sets were 
Anne C. Brawn, The Friendly Shop, San 
Francisco, Calif.; Grayce V. Herrick, 
Herrick Newspapers, Coudersport, Pa.; 
John F. Burns, Newport Press, Chicago; 
and William H. Murray, Murray’s Sta- 
tionery, Medford, Mass 




























at a recent show. 
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#f the new Croftint Paint-by-Number line. 











A recent double-page ad in MODERN STATIONER inspired this unusual presentation 
Eight pretty girls made the ad come to 
The hobby packages range in price from $1 to $7. 


Materials Available 


Father’s Day Promotion 


Window and interior display material 
and advertising mats for Father's Day, 
which is June 21 this year, are available 
from the Father's Day Council, 50 E 
42nd St.. New York City 17, N. Y. 

The official poster this year carries a 





A DAY TO APPLAUD 


public service theme, 
the Home.” The poster is in four colors 
and comes in sizes ranging from 38 by 
50 inches down to a sticker for 
letters and invoices 

Other materials include free ad mats, 
radio transcriptions and TV slides and a 
list of tested promotion schemes 

The date of the observance 
gives a full three June for 
merchandising and promotion. The of- 
ficial opening date for Father’s Day dis- 
plays and advertising will be May 28 

The 50th anniversary of the founding 
of Father’s Day will be celebrated in 
1960, reaching its climax on June 19 
next year. 





Integrity Starts in 


2-inch 


this year 
weeks in 





Miss Jean Manger, one of three con- 


sumer trip winners in a novel pencil 
promotion by Horder’s Stationery Stores, 
Chicago, is shown with Willis R. Wolf, 
Horder’s retail manager. A promotion 
campaign, jointly sponsored by Horder’s 
and the Blaisdell Pencil Co., included 
32,000 direct mail pieces to purchasing 
agents. Each recipient had only to 
sharpen his gift pencil to find out 
whether the shaft of his pencil contain- 
ed a winning slip. Other prizes, in ad- 
dition to the trips, were hi-fi phono- 
graphs and attache cases. 


61 





New—Roneo 350—an economy priced, electric du- 


plicator at a cost but little more than a manual ma- 


chine. Will produce printing press quality text and 


halftones. Sell the machine that’s easy to demon- 


strate——it is fully automatic and absolutely clean. 


Write ; “addo-x inc”, 300 Park Ave, New York 22, NY 


R°NE® 





Be Roneo 350 —ag 
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NEW PRODUCTS © « « eo (Contir 





*d from page }j 





Drapery Fabrics 9 
Rowen, Inc., conti: 


: R ing a Progra 
of presenting new a 


nusual fabric: 


for interior designs will bring + 
the NOFA show number of ney 
prints and weaves. The one illustrat 
ed here, Alhambra lear in sJ 
clean in color an 


XCITING IN Coy 


cept. Circles, joing vith a verticg 
grid element and centered with 
flower-like form ate 
over-all pattern, reminiscent of a Spanish grill 
available in five color combinations, two on 


on linen 


a pleasing 
Alhambra ; 


lacron and thre 


Small Office Furniture 10 

Space-saver seating for small- 
er offices is featured in the 
Ultra group by the 
Robert John Co. Trimming just 





a 


= sa 


seating 


inches of bulk from chair 
frames results in considerable 
savings where office rentals 


foot. Comfort and e . 
good design, however, are not sacrificed, the company states 
Modular 


latitude in arrangement of desks, revolving chairs, 


are $7 pet 


dimensions throughout the group offer unlimite 


seating an 
accessories for maximum space utilization 


Floor Fans if 
Three Ait 


for home ot 


Flight fans, designe 
ottice 
featured in the complete 1959 lin 
of fans made by The Lau Blowe 
Co. Each special circular 
louvre design for comfortable, a 
eliminating 


cooling ar 


has the 
directional air flow 
drafts and providing 
tribution. All three models, de 
floor fans, stand 14 

inches high. One is 13 inches in 
diameter and the two others are 15 inches in diameter 
retail $36.95 $49.95 


even alr ais 


signed as 





Suggested 
prices are and 


Rubber Desk Guards 12 


Master Manufacturing Co. is mak- 
ing available additional Desk Guards 
to their present line. Grey Desk 
Guards in both 18” and 6” sizes are 
now available. Another addition is a 
Brown Rubber Desk Guard 
The company also is now shipping 
office furniture Caster sets in 
“Miracle Marked Boxes’. Boxes are 
designed so that when stacked, com- 
plete information giving model number, wheel size, type o 
chair, chair manufacturer is exposed 


new 6” 


new 





Partition Sales Aid 13 

A portable _ large 
and 12 beautiful color 
slides of Partitioner installa 
tions and methods of assembly) 
are being offered by Marmay- 
Rockaway as a free sales aid 


screen 


viewer 


for dealer use. The slides, 
which are inside the viewer, 
change automatically, so that 


once the unit is plugged into an 
ordinary AC outlet it will fume 
tion without any further attention for as long as desired. 
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Here are the markings, incisions and 
subtleties of the Renaissance period wood 


yas. carver’s tools perfectly reproduced in 
eating an chessmen. Made of COMPOSITE* ... 


1 


specially developed high impact plastic 
in wood grain. Here’s 15th Century 
sculpturing genius combined with 













































, designe 
oling 20th Century manufacturing ingenuity. 
1959 lin . 
u Bi . Chessmen that have the costly look 
I circular of the Renaissance original at down 
table, 4 to earth prices. 
liminating 
n air di 
dels J 
asl a *REG US TRADE MARK 
inches in i No. 833... 43,” KINGON BASE ! 
Suggested ff , | eee GIANT 4” KING ; : ’ 
. : ‘ Made of high impact COMPOS- 41 
' Made of our own exclusive COM- ' ITE* in light and dark WOOD ~ * 
' POSITE* high impact plastic in § GRAIN. All 32 chess pieces are’ ¢ 
12 7: BLACK and IVORY. All 32 pieces - EXTRA HEAVILY WEIGHTED $ 
: are FELTED. Packaged in attrac- . and oh wae = m teak, Thien : 
—— ' ive set- Sa i — 4 screened, heavy leatherette Luss 
= - tive set up display box with in : BOARD and instruction booklet. : 
pare struction booklet. Box size: 16%" x Packaged in metallic embossed, $! 
a ; 12144” x1%”.Onedozentoshipping 1 simulated leather GIFT BOX. Size 1 
2 ' Acarton, weighing 25 lbs. ; of box: 185%” x 145%" x 1%". Six § 
== : $ aé sets to shipping carton, weighing 15 
' to retail at 3.98 - 25 Ibs. $9 95 - 
with full markup " to retail at s 4 
| EL aa : % with full markup - 
Be 08008808 OOS 6 OOO OOO 6 O48 6 08088808 OOO SOOO BOSSES OSS SOSSOSSCSSCEESSC CESSES SSSESE, 
' ” ' 
. ” ‘ No. 834. . 434” KINGON BASE , 
type of ' No. 832..... GIANT 4” KING . Made of high impact COMPOS- § 
’ : Made of high impact COMPOS- ‘ ITE’ in light and dark WOOD . 
' ITE* in light and dark WOOD ; GRAIN. All 32 chess pieces are : 
; GRAIN. All 32 chess pieces are EXTRA HEAVILY WEIGHTED : 
13 ' WEIGHTED and FELTED. Com- ' and FELTED. Instruction booklet. ' 
' ‘ plete with silk screened FOLDING “ Packed in a luxurious LUGGAGE 7 
screen . 1 CHESS BOARD and instruction a? TYPE CARRYING CASE of simu- . 
ul color ' booklet. Packaged in set-up display : lated alligator leather with com- : 
installa . ‘ ya) box. Box size 161,” x 12%” x 15%”. ' partments to hold each chess piece ® 
bi vf Y One dozen to shipping carton, ' separately. Size of carrying case, s 
seal ) ' \ ‘ weighing 35 lbs. - closed: 16%” x 13%” x 21%”. One 
arnay- i [ ‘ set to shipping carton, weighing a 
ales aid , ‘. to retail at $5.98 _ 6 lbs. $14 95 - 
slides, a= with full markup 5 to retail at . s 
vie A - with full markup - 
so. that SEND FOR LATEST CATALOG 
into an 
oo ) LOWE COMPANY ING. 200 FIFTH Ave. NEw YORK 10, 
olealt , ’ . Phone: OREGON 5-1630 
1959 New York Stationery Show: May 17-22, Room 611, Hotel New Yorker 


’ 
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Bookcases 14 


Hale Industries is introducing to 
its 1100 line of “Sheer Look’ 
bookcases new models with sliding 
glass doors. The glass doors slide 
on nylon rollers in gold colored 
track. Smart modern, matching 
gold colored pulls have recessed 
slide grip for easy handling. Avail- 
able in 30 and 36 inch height 
bookcases with brass legs or shap- 
ed wood legs. Another addition to 
the Hale line is the bookcase-room-divider. The “New 
Yorker” closed-base-bookcase is fitted with a finished penciled 
stripe walnut back which is recessed into beveled edges for 
a picture frame effect 





Master Calendar 

Chatham Mfg. Co. describes its 
new “20th Century Calendar” as a 
master calendar good for 100 years. 
Operation involves just turning a 
knob on left side until the de- 
sired year appears, then turning 
the right hand knob for proper 
month. Large windows clearly 
show the year, month and the 
dates and days of the month. In upper left side window are 
shown the years with same date characteristics as current 
year in window below. It is made of gleaming polished 
plastic in black or white with gold knobs. List price is $2.98 
A calendar attached to memo tray with a desk pen is $4.98 








* Uniform inking * Can’t spill or drip 
* Will not spatter * Unbreakable 


ree 0- RETAIL 


No. 587 2-OZ. ROLL-ON STAMP PAD INKER 
COLORS: BLACK*, RED, BLUE, VIOLET, GREEN 
STANDARD PACK: 1 DOZEN - 6 DOZEN TO A CASE 


*Black reproduces on all copying machines 
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Plastic Globe 





16 

The George F. Cram Cp. has 
introduced a new 12” globe ball 
Making use of the latest develop. 
ments in hard plastics, this ney 
plastic globe ball is now standard 
on all 12” Hand Made Deluxe 
Globes. The ball may be bounce 
and hammered without damage 
Light in weight (just over one 
pound) it is completely unaffec 
ed by extreme changes in tempera. 


ture. This new globe ball has been named “Tuffy.” 


Storage Cabinet 


A new type storage cabinet, design- 
ed especially for engineers’ and archi- 


tects’ tracings, has 
production by 


facturing Co. of 


deep, and 52 


the Murphy 
Louisville and is 
being introduced at the NOFA ex- 
hibit. With about the dimensions of 
a legal-size file cabinet, it measures 
20 15/16 inches wide, 
11/16 
Equipped with a 

drawer, the new cabinet can accom- 


7 


been put into 
Manu- 


3114 inches 
inches high. 
full-suspension 





modate 60 tracing tubes, each 214 by 21/4 by 46 inches. The 
cabinet was designed to protect paper contents from fire for 
one hour at temperatures up to 1700 degrees Fahrenheit. It 
is equipped with a key-operated lock and is available with 
casters. In addition to its use as a tracing file it can be 
adapted for use as a three-shelf, one-drawer general utility 
cabinet or as a blueprint file 


FOR THE FIRST TIME! 





A clean, safe, sure way to 


ink a stamp pad 


9 


4. 


ROLL-ON 
STAMP PAD 
INKER 


INK-BEARING BALL-BEARING 
ROLLS INK DEEP INTO PAD 


Available for shipment April Ist. 
Order from wholesaler .. . or direct 


SANFORD INK CO., BELLWOOD, ILL 
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e Deluxe 
> bounced 


damage 


Over one 


unaffect 
| tem pera- 
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16 
| Co. has 


In the market for a better line 





of mimeograph, spirit duplicator and 
offset press papers? 


- . youll be money ahead to get the facts about 


BerecstTRomw s 


ODIN 


OFFICE PRINTING PAPERS 


Your customers will like ODIN for its brightness, uniformity, 





opacity, printability . . . and the outstanding results they 
get with any make, any type of office printing equipment. 
ODIN is available in mimeo, smooth and bond finish in white 
in 16#, 204 and 24# wts. and six pastel colors in 20# wt. 
Sized for pen and ink. ODIN is competitively priced 

and backed by Bergstrom’s 55 years of papermaking 
experience. You can pay more for office printing papers, but 


you can’t buy better value than ODIN! 


Write for full information today! 


BerestTRom 


PAPER COMPANY 
NEENAH, WISCONSIN 


. Founded 1904 
25 YEARS OF 
COOP ERATING Manufacturers of 
— IBSEN Book Papers « THOR Offset Papers 
ODIN Mimeo, Smooth and Bond Finish Papers 
Sensitized SAFETY PAPERS 






MEMBER 





a 
WISCONSIN PAPER Group 





2? 
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PROFIT 
PROMOTERS 
by “SHACHIHATA” 


Quality Stamp Pads for 40 Years! 





Color of pad’s frame 
indicates its original 
ink’s color 


‘“H’" TYPE STAMP PADS 


GRACEFUL DESIGNS 


Cleor impressive colors 





REASONABLE COST 
suitable for stamping on 
document's and ledgers. 

For re-inking vse only Shachihata Stamp ink 
Automat “58""! 

SIZE: H-4, H-3, H-2, H-1. 

Available in 6 colors and uninked, and also foam 
rubber stamp pads. 


_ 2%>}5 
ee ee 


a NEO "STAMP PADS 


NON-FADING EXCELLENT DESIGNS 


Permonent impressive stampings, even On “hard to 


Color of pad’s frame 
indicates its original 
ink’s color 







stomp” surface, cloth, wood, and so on. 

For re-inking...... vse only Shachihata Stamp ink 
NEO-88 ! 

SIZE: HN-4, HN-3, HN-2, HN-1. 

Avoilable in 6 colors ahd uninked. 








Color of Pen’s holder 
indicates its original 
ink’s color 


CHEMI-PET MARKING PEN 


WRITES DRAWS MARKS 
on any surface, paper, wood, cloth, plastic, metal 
and etc 
NON-FADING QUICK-DRYING 
Suitable to teachers, artists, designers, students, and 
so on. 





For re-inking......use only Shachihata Chemi-Pet Inks ! 


Available in 10 colors. Packed in 10 color’s box 
and one dozen box. 


PATENTS for these 3 products ars applied for 


SHACHIHATA INDUSTRIAL €0., LID. 


65, Uwabata-cho, Nishi-ku, 
Nagoya, JAPAN 
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NEW PRODUCTS ... 


Room Divider 


18 

Jerit Supply « Chicago, 1s 
now marketing divider in 
corporating bot fashion styl 
ing and functi esign for of 
tices, reception iS and other 
ms. Jerit Dj 
viders are constructed of rolled 
inated plastic 

Tramework js 
ailable in g 

7s with harm. 
ng colors. All 
esigns. Floor. 


. omplish varied 
effects, or to fit numerous interior specifications. The dividers 


are priced from $19.50 


commercial appl 


steel frames wit 
insert panels. St 
black; panels 
wide variety of 
Oonizing Or contrast 
insert panels are exclusive, one-of-a-kind Jerit 








to-ceiling, 1) and 3%, sizes are available to 


Commercial Tables 19 

Unlimited choices in shape, fin- 
ish and top material are offered 
by a new line of modern commer- 
cial tables manufactured by Selpro, 
Inc.. Minneapolis. The Tavolino 
tables are a blend of contemporary 
styling and durable construction. 


Such top materials as Marlite, Tex- 
olite, Micarta and Formica in 
various colors and patterns are 
available. Legs and frames are ‘ 


finished in harmonizing shades, and matching glides protect 
floors and covering. Net prices range from approximately 
$48.90 for a 16" by 24” model to $84.80 for a round unit 
36" in diameter 


Records Storage Shelves 20 


Featuring instant adjustability with 
out tools, Sliding Shelf Shelving by 
Lyon Metal Products, Inc., is avail- 
able in eight standard sections. Extra 
parts can be added to tailor-made sec- 
tions to meet every requirement. It is 
recommended for storage of books 
stationery supplies, files, records and 
packaged goods. Shelving sections are 37-7%/" wide, 12-5/16" 
deep, 84” high. All sections are completely flexible, instant 


ly adjustable on 1-14” centers. Dividers snap firmly into 





place without nuts, bolts or springs and adjust horizontally 
on 1” centers without tools. Label holders attach with snap 
fasteners in a matter of seconds. The shelving is available 
in choice of Lyon Gray, Green or Taupe baked enamel finishes 
Lyon Metal also has introduced a new double-face coat rack 


Automatic Ship’s Bell 21 

Boat lovers can add a touch 
of sea-realism to their offices 
with a new automatic ship's 
bell, made by Tork Time Con- 
trols, Inc. ‘These are said to be 
the first such bells that never 
need winding, setting, or regu- 
lating Every 





half-hour, the 
ship’s bell chimes and a ta- 
ble of bell strokes, from 1 to 
8, is provided for the uninitiat- 
ed. The fully-automatic nauti- 
cal bells are an electrically con- 
trolled, fully automatic unit ; 
for commercial use. Once set, they sound the watches an¢ 
half-hours without need for manual attention. The tone & 
housing that 





sounded from a handsome anchor-decorat 
can be hung on a wall, or placed on a mantel, desk, of 
counter. The complete package retails for $68.95 
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Students’ favorite pen— 


eeeer 


ESTERBROOK! 
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SC ogegpereavaerereca 


Esterbrook launches its biggest, 
most continuous advertising and promotion campaign ever— 
to get them into your store! 





23 ads to students 15 ads to teachers Watch how this campaign brings in sales! 
magazines they like to read! TODAY’S SECRETARY 

SEVENTEEN «+ SENIOR SCHOLASTIC BUSINESS EDUCATION WORLD 
JUNIOR SCHOLASTIC «+ INGENUE CATHOLIC SCHOOL JOURNAL 
SCHOLASTIC ROTO » WORLD WEEK —s A continuous monthly campaign in 





PRACTICAL ENGLISH THE SATURDAY EVENING POST. 
(Combined circulation: 6,750,000 Every two weeks in your peak selling 
school-age children—over 74 million season. 14 color ads, featuring a custom- 
individual impressions !) er’s most interesting subject —himself! 


Lest we forget: 31 hard-selling Esterbrook ads will appear in leading business and purchasing 
magazines to help you sell desk sets, too! 


® FULLY PROTECTED PROFITS! 
CASH IN WITH ESTERBROOK! 
STOCK UP NOW! 


Camden 1, New Jersey 
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She’s wooed by many 
NEW PRODUCTS ...........) 


Multi-purpose Desk 


A newly designed model of 
“Top-O-Matic” art desk, 
ing convenient “split top” 
ing surface and attractive 
leg styling, is offered by 
System Mfg. Co., Min 
With the top flat, it serves 
commercial training desk. 
the new “split top,” the left™ 
tion can be adjusted to the 
working angle. The right 
is flat to keep materials in order. Shipping weight is 60 


Relief Globe 

A new kind of world globe call- 
ed the Stereo Relief globe has been 
announced by Replogle Globes, 
Inc. According to Replogle, it is 
the first globe ever to have ac- 
curate raised relief right on its 
surface plus all of the place names, 


° . ; 
but Miss Secr etary S political coloring and other refer- 


ence features found on fine smooth- 
heart belongs to surfaced globes. Mountains, hills, 
plains and plateaus are sculptured 
on this 12-inch globe in actual third dimension through a 
A. W. Faber exclusive process created after years of research by the 
Replogle company. Stereo Relief is said to add a new dimen 


&ERASERSTIA: sion to a globe in much the same way that stereophonic 
aia, sound does to music. Even the ocean currents are shown 
The original grey eraser point —always best for erasing. in an artistic swirling technique that illustrates their flow 

and direction. The new globe comes with two new mount 
ings and is priced at very little more than smooth globes 
of the same size. A deluxe model with contemporary styling 
in modern walnut and brass retails for $14.95 and is called 
the “Space Flight’. Another model called the “Panorama” 
is mounted without a meridian on an 











GRASERSTiK Gita 


They've tried rushing her off her feet, 
whispering soft blandishments into 
her ear—even giving her free competi- 
tive products, but Miss Secretary keeps retails at $9.95 and 
steady company with her first love antique brass-plated, contemporary base. 


ERASERSTIK. 


7099 


AW.FaBer 


A new drafting table for architects, 
artists and engineers that floats into 
any position, and holds without wob- 
bling, has been announced by Stacor 
Equipment Co. The Stacor “Unic” ad- 
justable drafting table is balanced per- 
fectly in any position by a counter- 
weight mechanism, operated by foot 
pedals. Its large range of movement 
permits the draftsman to work com- 
fortably on any part of the board, 

a. “Yue Te standing up or sitting down. The 
ie manufacturer states this feature alone 
‘ oh oy eliminates painful bending and strain 

ing. A multi-disc friction device locks 

and unlocks the board to make height and slope simultaneously 


adjustable. It is available in four board sizes. 
selling ERASERSTIKS by the bushel, 
you're just not interested in money. yz... 
Orders shipped promptly, sold rapidly Metal Book Shelves 25 a 
Durham Manufacturing Corp., | 


; Drafting Table 24 
Because ERASERSTIK is the first, the _ 

original pencil-shaped eraser and noth- se 

ing has ever equalled its quality 
although many have tried. 


ALL SERVICE 


TIK 


Because ERASERSTIK is—let’s face it 
a handsome product, a white-polished 
beauty that is without equal in looks. 


Because ERASERSTIK has become 
“habit” —like her favorite lipstick. And 
buying habit is the most powerful profit 
bonanza in the world. 


We ask you—isn’t this a profit beauty 
to warm your heart? Man, if you're not 


AW.FaBer &RASER 


and all you have to do is bank the 
profit. Order today. Muncie, Ind., has introduced a new 
size unit to their line of metal shelves 
and room dividers. A new No. 6322 
Special Book Shelf was developed to 
hold “hard to store’ oversize volumes 
such as encyclopedias and LP 
A Ww FABER-CASTELL record jackets. The unit also lends 
eute itself to use as a planter and many in- 
stitutional uses in churches, schools, 

PENCIL CO., INC. NEWARK 3, N. J. libraries. 
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AND OUR MARRIED LIFE 


Ti ot Tela me s-lelel isle m—lele) aie) m- Mm Stii-iiisal— 


From the moment of that first meeting to the day of the wedding 
lave mmelammegicelss=ipmmeiililela-iame-lalemmoae-lalelonallielacia Gibson has especially 
designed this album to store all of the important events and fond 
memories of married life together. Space for engagement and 
wedding information, wedding guests and gifts, honeymoon, homes 
highlights of first year, anniversaries, children, travels, career 


Tale Were lon dhvah al ct-wumede- Tale loralilela-iammm el ale) col-mr-lalemmanlola= 


72 pages delicately lithographed in shades of pink, beige and grey 
Printed on a specially designed patterned paper. Title and 
design exquisitely stamped in silver on padded white cover 


8%, x 1014 inches 


A fine bridal gift and equally suitable 
as a lst anniversary gift. 
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e locks ' ' W302 (illustrated)—-padded simulated leather to retail at 5.50 
eously S's 







W304—padded rayon moire to retail at 5.50 






W300—mult-o-ring looseleaf binding with acetate photo pages to retail at 10.00 


CL CGibor ume 


\V NORWALK, CONNECTICUT 





Publishers of Fine Albums Since 1872 | 
Displaying at leading Gift Shows NZ 
N. Y. Showroom 225 Fifth Avenue 
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Executive Posture Chair 26 


An independent- 
ly operating back 
is a feature of this 
new executive pos- 
ture chair, one of 
two new models be- 
ing introduced by 
the Columbia-Hal- 
lowell Division of 
Standard _ Pressed 
Steel Co. The back 
can be tilted with- 
out moving either the seat or arms of 
the chair, thus preventing feet from being 
lifted off the floor and providing greater 
comfort and working ease. The other 
new model is a secretarial chair with 
tapered steel legs and a back that aligns 
itself automatically. 





Magazine Basket 
A new type of 
oval metal basket 
with a brass finish 
handle has been in- 
troduced by Wein- 
man Bros., Inc., for 
use aS a magazine 
and newspaper 
holder, fireplace 
accessory or knit- 





ting basket. The new magazine baskets 
are available in 15 styles and 29 patterns 
of decorative motifs. 


Ball-type Caster 28 


A completely 
new caster, shaped 
like a ball, will be 
shown for the first 
time by Faultless 
Caster Corp. at the 
NOFA show. This 
spherical caster, 
known as the ‘‘Roy- 
al-Roll,” was de- 
signed for use on 
office chairs, office furniture and home 
furniture. It combines the tried-and-test- 
ed double ball-bearing swivel construc- 
ti-n long used in the best casters with 
a unique global styling that gives the 
“Royal-Roll” distinctive eye appeal. The 
wheel of the new Faultless caster is 
a ‘“Ruberex” ball 2 inches in diameter. 
It is made of non-marking, stain-resist- 
ant rubber, with a hard core and a 
cushion tread. The horn of the caster, 
instead of the usual flat-sided design, 
conforms to the spherical shape of the 
wheel. It is made of formed and drawn 
steel, and is available in five standard 
finishes — antique brass, bright brass, 
satin brass, antique copper and bright 





nickel. The caster is made with a choice 


of three types of stems — for wood 


bases, tubular metal bases and cas 
bases. Maximum swiveling ease jg assured 
by the double ball-b: aring construction 


of the swivel with two rows of balls jn 
separate raceways. 


Water Cooler 29 
he ei Oasis has added 
— } a new water cooler 
to their Constell, 
tion Series, called 
the Bubbelet (Mod. 
el 3P). It is a 
smaller size water 
cooler, but its 3. 
gallon capacity js 
said to be ample 
for reception 





rooms, small of. 
fices, classrooms or 
public buildings 


Low initial cost 
permits use of sev- 
eral units, when 
desired, to reduce travel time in larger 
offices. The Bubbelet takes only one 
square foot of floor space and stands 
only 4014 inches high. For further in- 
formation, write The Ebco Manufactur. 
ing Co., 265 North Hamilton Road, 
Columbus 13, Ohio. 








MICROPOINT®.. the Proven Line of Profit Makers! 





































STRIPED INK-STIK ...7” King-Size or 
5” “Shorty” INK-STIKS with gayly striped 
barrels. Four point styles. Eight ink colors. 
Featured in multi-colored display easel 
that stands up or hangs on wall. Display 
holds two dozen assorted colors and one 
kind of point style. Ink color same as pen. 
Retail 39¢ and 49¢ each. 


INK-STIK ’N’ HOLDER... the INK-STIK 
combined with a gold-finished swivel, 
sculptured Tenite Holder and base. Mik- 
stik adhesive on base holds permanently 


auto and truck dashboards. Individually 
boxed. Six colors. One dozen per display. 
Ink color same as pen. Retail $1.19 — 
$1.59 with 28” gold-finished chain. 


Scripto, Sheaffer, Waterman, Wearever, 
MICROPOINT, and 183 other popular 
makes of ball pens by means of patented 
dual-sleeve construction. One, two and 
four dozen counter displays. Retail 49¢ 


NATIONALLY ADVERTISED to help you sell! 


Micropoint, inc. Sunnyvale, Calif. 
IN CANADA: Ben Sanders Co. Ltd., Toronto 1, Ont. 


Creators of Advanced 


Writing Instruments 


Prices Slightly Higher In Canada 


70 


i ee 


to all surfaces—telephones, desks, counters, 


FILLS-ANY Refill . . . fits Paper-Mate, 
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INK-STIK . . . The King-Size Pen you 
NEVER refill! Five point styles, eight ink 
colors. Displayed in revolving Carrousel 
that holds a 16-dozen assortment of point 
styles and ink colors, or four dozen and 
two dozen plastic drums. Ink color same 
as pen for easy selection. Also popular 5” 
“Shorty” length. Retail 39¢ and 49¢ each. 


COPY-FAX PEN... proved the best re- 
producible pen for copying machines. At- 
tractively displayed for counter sales to 
office workers. Blue, red, black and green 
ink colors. Ink same color as pen. Broad, 
medium, or fine points. One dozen color 
assortment per display. Retail 59¢ each. 


LAUNDRY-MARKER. . . Commerciol- 
formula black ink for permanent marking 
on coarse or fine fabrics. Will not fade, 
bleach or wash out. Broad or medium 
points. Colorful display stands up or hangs 
on wall. Seven-inch King-Size length. One 
dozen per display. Retail 59¢ each. 
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NEW 


ATES 


STAPLER 


PLIER-TYPE 


portable... profitable! 


Here’s another sure-fire winner added 
to the extensive and growing line of 
Bates Staplers. New Hand-Grip stapler, 
with that built-in Bates Quality. Opens 
customers’ eyes, closes sales! 





Hand-Grip Stapler 88P...Designed for comfortable hand use at or away from 
desk. Fits pocket, briefcase, smallest drawer. Even opens for tacking. Takes 105 
standard staples. Convenient hanging loop. Chrome with grey, yellow or red trim. 








Shows red 


when it's 
time 


to 
reload 


Model C: Makes own 
staples from continuous 
spool of rust-proof brass 
wire. One loading makes 
approximately 5,000 
staples. 


56’: Designed for mod- 
ern office décor. Long, 
low design—5 colors and 
chrome. Staples, pins, 
tacks. Instantaneous 
simple loading. Protec- 
tive rubber feet. Holds 
210 standard staples. 


88": Finest stapler in 
low-priced field. Modern 
design, five colors. Sim- 
ple loading. Tacks too. 
105 standard staples 


H-30: Heavy duty stapler 
for extra heavy stapling. 
Special H-30 high carbon, 
chisel pointed staples. 
Capacity up to 100 
sheets. Holds 1401/4”, 36” 
or 1/2” staples. Tacks too. 


Standard Staples: High- 
est grade cadmium plate 
steel wire, precision 
crafted, penetrate 
straight without buck- 
ling, the first time. Fit 
all standard staplers. 


End-icator Staples: Last 
few in every clip are red 
... Signal to reload. Save 
time and annoyance — 
you’re always ready for 
stapling. Fit all standard 
staplers. 





56" Electric Stapler: 
Completely automatic. 
Staples at a touch 

of the paper. Uses standard 
staples. Removable, 
interchangeable stapling 
unit. Adjustable depth 
gauge. Push-button loading. 
Safety-matic features. 
Soundproofed. 






Multiple Head H-30 Foot Power: 
Furnished with stapling heads 
—with adjustable depth gauges 
(exclusive Bates feature) 
—mounted on steel table. 
Available with 2, 3 

or 4 heads—8” throat— 

140 staple capacity. 





Staple Remover No. 60: 
Snaps out staples of 


ALL SIZES in a jiffy! Easy— 


simple—compact. 
Handsome plastic trims, 
Grey or Walnut. 














Many other models including the Model C Electric Stapler, Junior and 


Senior Staplers, Tackers, Saddle Stitchers. Write for complete catalog #19, 


the BATES manufacturing co. 


Orange, New Jersey » New York Office, 63 Vesey St., New York 7 


- = = for more details circle 115 on last page 

























































oe Ae 


—— 
hepsleesties tnt a 
— ~ 


Adhesives Deal 30 

. , LePage’s is offeri: Sticky Stuff 
special deal No. 9111 to the drug 

and stationery trades, a complete ad 

hesives department of 11 dozen assort. 

ed cellophane tapes and glues, with 

a 44.3 percent profit plus $3 worth 

of free goods and a free chrome 

merchandiser. Wholesale salesmen are 


now being offered special bonuses of 
$1 per deal sold. The trade offer ex 
pires May 31, 1959. The free chrome 
merchandiser requires 15-34" fy 
10-34" of counter space 





Margin Guide Addresser 

New quick moving guides for 
faster margin adjustment and 
better printing registration have 
been incorporated in Master Ad- 
| dressers new Model 60 desk 

model spirit addresser. Specially 
| engineered to make high quality 
| reproductions at low cost, the 
Model 60's new feature permits 
the operator to quickly adjust 
the margins to permit simple interchanging of the size sheet 
to be imprinted. Scale calibrated in typewriter lines is printed 
on rubber bed plate for easy alignment and setting of margin 


‘ - , ai _— guides. The Model 60, according to the manufacturers, is so 
PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON versatile it can be adapted to almost any repetitive writing 


e job. It prints with spirit fluid from adhesive-backed paper mas- 
COPI-MATE ters prepared on any typewriter. Prints are made instantly 
now offers by a stroke of the handle. The Model 60 weighs 71, bbs 
a complete occupies 7” by 13” desk space and has a baked enamel finish 


* ] Beat k with rubber covered base to prevent scratching. 
Mercnanadising package. 


| Electric Eraser 32 

| — 3 = A holl haft elect 

“ee new hollow shaft electric erasing 

for BIGGER and FASTER TYPE- machine designed for erasing com 
WRITER RIBBON PROFITS and reduces fort and increased operating efficiency 
hi ° » has been announced by Charles Brun 
igh inventories. | ing Co. Known as Bruning Electric 

COPI-MATE Double Pack . . . The only rib- Eraser Model 3831, the unit makes 

e bons available with a DOUBLE SPOOL PAT- erasures in a fraction of the time re- ' 
ENTED “CLEAN CHANGE" package in a se- . quired for manual erasing. With 1 NY 
ries of 12 packs. One of the 12 packs will : slight pressure of her index finger 


. on the switch, a typist sets the eraser 
fit any standard, manval, electric and all rotating at 3100 revolutions per minute. The die-cast aluminum 














portable typewriters, imported and domestic. housing with attractive baked enamel finish is tapered for . 
COUNTER DISPLAY — RIBBON SELECTOR ee ee 

e CHART and FREE SALES LITERATURE .. . 3 
A sure fire counter display (illustrated) con- Stamp Pad Inker 7 
taining complete ribbon inventory and sales _ What is reported to be the _e SEN 
aids. Display near cash register fo vick significant improvement in the is av 
impulse mart ee ee ee method of inking a stamp pad whe 


- a clean, sure, spill-proof way 
COMPLETE LINE... Leedall has a complete — has resulted from the adapta- 
e line of COPI-MATE PATENTED “CLEAN ian a te ee ee 
: : for some time in the cosmetic field. 

CHANGE" typewriter ribbons, COPI-MATE 


nae The new package, according to 
non-curl carbon papers and duplicating sup- Sanford Ink Co., is a pure white 





plies. Carry the COPI-MATE PATENTED polyethylene plastic bottle attrac- 
“CLEAN CHANGE" line and you won't tively silk-screened in colors to 
miss a sale. match the color of the stamp pad ink inside. The = 
- ai : saring acti o1lin, 
lers: Write for wi | is priced to retail at 80 cents. Ball-bearing action, f 
Deale Write for complete catalog and | back and forth across the pad, is said to work the ink deep 


price lists. into the pad. The ball deposits a measured amount of if 


LEEDALL products mfg. CO., ine. and assures uniform inking. The package is unbreakable and 
MILLTOWN, NEW JERSEY | is filled with Sanford’s patented quick-dry formula Stamp 
%* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. | Pad Ink. 


INKED RIBBONS + CARBON PAPERS + DUPLICATING SUPPIES 9 
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NOW-CASH IN ON THE 


Seething 


OFFICE PENCIL...EVER! 


GENERAL’S NEW 


OFFICE PENCIL with 
Lanolized Lead 


ee 
ROLIz 


c 
LA 





Lvs 7 


wa GENERA 



















All The Qualities Your Customers Want... 


e@ Superb Writing Ease — because SEMI- 
HEX and only SEMI-HEX contains Lanolin 
Lead! Yes — Lanolin — the super lubri- 
cant lets the new SEMI-HEX glide across 
the paper quickly, silently. It won’t 
scratch, won’t stick — even on roughest 
cardboard! Writing is easy, comfort- 
able. And — Laboratory tests prove that 
SEMI-HEX—with exclusive Lanolin Lead 
is the smoothest writing pencil you can 
use! 


e Virtually “Break-Proof” Points! Gener- 
al’s exclusive Carbo-Weld Process makes 
a bond that holds true to the final 
sharpening! 


@ Each box is Unconditionally Guaranteed | 
to be the best office pencil your customer | 


has ever used—or money back. 


- Syeathaat 


precision guarantees you 


— Cup...and 


| 


| Dispenser! 


from rim 
to tip!” 

































V 


AND HERE’S HOW YOU CASH IN: SWEETHEART SWEETHEART 
@ You Profit By Big Discounts IMMEDI- e bi ° 
ATELY upon receipt of order! | CONICAL WATER CUP: SELF DISPENSER PACK: 
@ Generous Profit Margin! 
e Giant Advertising and Merchandising A SMOOTH RIM: Whether A NOTHING EXTRA TO BUY: 


Programs keep your customers asking 
for General’s SEMI-HEX. 





Siar: 





rolled or straight, the rim 
provides a pleasant 
drinking surface. 


EXTRA-WIDE OVERLAP: 


Smart, simple pack is 
also the container. No 
need to use costly water 
cup dispensers. 


——— completely CONVENIENT: Open the 
welded side seam is extra pack, unhinge flap! Pres- 
geht +" LIMITED TIME FREE MERCHANDISING OFFER oe aba ameabi Hee 
8 available in 4 
Sdegrees: 1, 2, ’ EF Za Cc WATERPROOF SEAL: Special Cc SANITARY: No handling 
22/4, 8, and 4. Send us your customer list, and we will wat € adhesi ’ 
send them FREE samples of sEMI-HEX , erproof a esives needed. You don't have 
in your name! Then watch the re-order | give a complete fiber- to transfer cups from 
business roll in! This offer is good for just | tight seal. pack to dispenser. 
_ for newest 30 days! Act now! D D ' 
Write for owing STOCK UP ON SEMI-HEX NOW DOUBLE-ROLLED BOTTOM: VERSATILE: Hangs any- 
Catalog ioe 6 és Multiple layer, liquid where, easily ...in smart 
Suality Products oot Sry See of All Our “Sell-On- | tight construction gives reception room or con- 
For Office, Schoo DE ia = andising Aids and Counter rigidity for ‘one at a struction workers’ shack. 
. & Studio. nts time” dispensing. Fast, safe, simple. 





Send for testing samples! 
MARYLAND CUP COMPANY, Baltimore 30, Md. 





ENERAL 


PENCIL COMPANY 
69 FLEET STREET 
JERSEY CITY 6, N. J. 
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SWEETHEART PAPER PRODUCTS CO., INC. of Chicago, Chicago 9, Ill. 
SWEETHEART CUP CORP., Los Angeles 23, Calif. 
SWEETHEART PAPER PRODUCTS CO., Chelsea 50, Mass. 
ai LS STII UE SO I TLE ER 
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Some prefer the discs.... 


Retail: 
Folder of 
82 discs 25c¢ 





Others like the tape - 


Retail: $1.00 
1200” of tape 
in dispenser 


package 





You'll get 
requests for both 


STIK -TACKS 


and 
BASE-TAPE 


Remember — both are perfect for putting up 
signs, notices, window decorations — mount- 
ing stamps, pictures. Do the work of 
tacks and glue BUT cannot harm walls, wood- 
work, album pages or displayed material! 


Adhesive on both sides they stick to all sur- 
faces except the fingers — are easy to re- 
move and may be used over and over again. 
Used enthusiastically by artists, hobbyists, 
draftsmen — in homes, offices, schools — 
EVERYWHERE! Send for literature, prices, 
packaging information today. 


STIK-TACK COMPANY 
890 Commonwealth Ave., Boston 15, Mass. 
Send prices, literature and packaging information. 
[] Base-Tape [] Stik-tacks 


Attention of . 
Firm name . 


Street address 


City Zone . State 
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NEW PRODUCTS ..... 


Retractable Ball Pen x 
The new Cavalier retractable 

ballpoint pen by Lindy Pen 

has a new mechanism with a jew 

eler’s finish chrome cap and 


point guard. Barrels are in varios 
colors of Tenite plastic. The pen 
retails for $1. Each dozen is packed 


in a counter merchandiser, The 


pen has top button action and js 
available in a choice of medium o 
available jn 


refill 


takes a 
12 shades of ink 


fine point. It standard Lindy 


Copy Sets Promoted 

Stock Forms Co., division of Moore 
has launched an ex- 
merchandising campaign to 
promote Rediform Loose Speedicopy, 
the newest addition to the line. Loose 
Speedicopy, second sheets with one- 
time carbon, is now being offered in 
conjunction with the former padded 
Speedicopy product. The company is 
supplying authorized dealers a new "i 


Business Forms, 
tensive 





group of sales-building merchandising aids such as envelope 
stuffers, post cards, window banners, displays and sample 
brochures 


Call Bells % 


Bevin Bros. Mfg. Co. offers a 
line of nickel plated call bells with 
antique satin black bases. These 
“attention getting” bells are recom 
mended for use in schools, hotels 
restaurants, offices and stores. Sug 
gested retail prices are from 59 
cents to $1.89. 


Tape Cutter Package 

A handy, built-in tape cutter for 
masking tapes has been announc- 
ed by LePage’s, Inc. The new fea- 
ture permits easier and neater 
masking for paint jobs because 
it permits firmer grip while using 
the tape and also cuts off strips 
more quickly and simply. The 
new masking tape with cutter bar 
is available in three sizes: 34 inch by 300 inches, retailing 
at 35 cents; 1), inches by 300 inches, at 79 cents; and ¥%4 inch 
by 90 feet at 98 cents. The new item is packaged in attractive 
display units holding a dozen rolls each. 


ae 


Poker Chips 38 
An extra-large chip sup- 
ply in sturdy storage con 
tainers, all compactly pack: 
aged in an_ attractive gift 
box, is available in two new 
Poker Sets by Victory Manu- 
facturing Corp. Called the 
Victory “400” and the Victory ‘900", one set consists of 
400 chips in eight specially-designed plastic trays with cot 
venient dividers and the other set features 900 chips in SB 
big, 150-chip-capacity dispenser racks, each with a clear act 
tate cover. Plastic chips are interlocking, permitting ¢Y 
stacking. Suggested retail prices are $6.50 and $20. 
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‘NOW... the only stand 
‘on the market 
today that 








combines... 





MODEL B410 


These 3 tremendous features 
.. found only in the LUXCO 
MODEL B410... give you the 
big sales advantage that will 
brighten your sales on stands 
for ’59. 


20 95 in Zone 2 


Office engineered for “NO NOISE” 


Exclusive 


sssesssesecesessn G{UEWY steel 


. 


é 


Ih Ask for Literature 


~ BADGER Inc. eLA CROSSE, WIS 





DIMENSIONS P 

: Also features soft Top Size ....14¥2x 18” +) 
: a casters... Leaf Size ...141/2 x 812" R =) 
; weglring suppor’, Grr Sin taanas” 7% 
. enamel finish pate Height cecee lage 27 : 
, piano hinges _..all Shipping Weight. .23 Ibs. 

+ steel construction COLORS: 

4 . and others. Gray . . . Desert Sage 

: Mist Green 2 
+ [1 


eeeeeeeeeeeeoeeeeeeee 


. 
POO e ee eeeeeesesreeeeeeeeeseseeeeeseeseses® ——) 
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For ALL Your Customers: 


Salesman 


Executive ey 

ca i al The 
Student /¢ 

sea 


a e <> Quality Line 
That Beats 


‘Price’ Competition! 


BEST QUALITY MATERIALS @ FINEST DESIGN & WORKMANSHIP 
NO SKIMPING ® NO FAKING 


no returns [ 
gratified customers | 


THE FAMOUS 
* EXPAND-A-LOPE 


(TM) 

Looks and wears like many 
briefcase portfolios selling 
up to $20.00! 45 gauge extra 
thick virgin Vinyl. Exclusive 
design with adjustable handle 
that lies flat when not in 
use. 2” expansion all around. 
Two brass-rolled quality 
locks, guaranteed rustproof, 
electronically welded to case. 
Exclusive double-reinforced 
bottom, 1-piece construction. 
Guaranteed rip-proof. 


SIZE: 15Y%2” x 1112”. Legal 
Size file folder inserted. 
DEALER NET: No. 73 (with handle) 
No. 72 (without handle) 
COLORS: Seal Brown, 
unless colors specified 


Larger Profits 


(Pat. Pend.) 


$21.60 doz. 
$18.00 doz. 


Jet Black, Luggage Tan. 1 doz. asst'd. to box 
a LTT - 





New! 
® EXPAND-O-CASE 


(TM) 


Exactly like Expand-A-Lope, } 
except with one lock and 
25 gauge virgin Vinyl. 

Imagine! This wonderful buy i 
to retail for about $2.00! i 











$14.40 doz. 
$12.00 doz. 


1 doz. asst'd. to box 


DEALER NET: No. 178 (with handle) .. 
No. 175 (without handle) .. 


COLORS: Black, Brown, Tan, Navy, Green, Red. 
| unless colors specified. 


|e ZIPPER 
PORTFOLIOS 


| (Exclusive design Pat. 
No. D175,389) 
The largest selling of 
this type in the world 
for good reason! Don’t 
| be fooled by flimsy 
imitations or chain 
| store type goods that 
| disappoint your cus- 
| tomers. Angler’s Zipper 
| Portfolios are made of 
extra heavy, 25 gauge 





virgin Vinyl on our 

welded, rip-proof con- 

struction, 

DEALER NET: No. 71 16%” x 12%” (Legal Size) $9.00 doz. Legal 
Size file folder inserted. 
No. 70 14” x 11” (Letterhead Size) $7.20 doz. Letter 


Size file folder inserted. 
No. 77 22” x 16” (New Jumbo Size) $14.40 doz. 
COLORS: Black, Brown, Tan, Navy, Green, Red. 1 doz. asst'd. to box 
| unless colors specified. 





Different Models Can Be Combined For 
EXTRA QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. 
We GUARANTEE you will be delighted 
OR we will pay transportation BOTH WAYS! 
Order A Trial Dozen Today. See Your Jobber or Write Us! 
ANGLER'S co. / 45-22 162nd Street, Flushing 58, N.Y. 


- - + for more ‘details circle 111 on last page 




















loose leaf sheet 
that won't pull 
through at holes” 
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Wexford’s happy because the binding 
edges of AICO’s Rip-Proof sheets are 
reinforced with MYLAR* plastic. It is 
stronger than other reinforcing, 

and costs less! 

1/1000" thin reinforced edges enable 
sheets to stack evenly for trouble-free 
automatic feedirg on all stencil, gelatin, 
spirit and offset duplicating and 

printing equipment. 

Inbond, mimeo and duplicator finishes, or 
special paper to meet your requirements. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices. 


G. J. AIGNER CO, 
Chicago 7, lilinois 
* DuPont's registered Trade Plants in Chicago; 
Mark for its polyester film, Rochelle, Illinois; 
New York and Colif 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 


*consumer readers of business magazines carrying this AICO advertisement, 
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and TYPEWRITER RIBBONS 


Wtite 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 









WRITE 420 Lexington Ave., New York 17, N. Y. 
INCORPORATED Factory: Bridgeport, Conn. 
- - - for more details circle 184 on last page 














MEW PRODUCTS .........-4 
Social Typing Paper 9 


A new double quantity box fea 
turing Typette Tints social type 
writer paper is part of the ney 
Spring collection of White & 
Wyckoff. The new opaque paper 
is specially treated to allow typing 
or writing on both sides with a 
“see through’. It's described 4 
ideal for pen or portable. The medium lightweight Paper js 
available in Pearl White, Powder Blue, Parisian Pink, Pastel 
Green. A box of 110 sheets and 50 envelopes is priced a 
$1.89 retail 


Pencil Sharpener 40 

Sterling Plastics Co. is introduc- 
ing to the trade a new mechanical 
pencil sharpener designed to fill a 
long-felt need in the average 
household. The sharpener comes in 
assorted colors and is packed in 
individual, multicolor display car- 
tons. Two extra cutters and screws 
for mounting either horizontally 
or vertically are supplied in the 
package. The No. 561 sharpener 
will retail for 98 cents 





Pencil Display 4) 


A startlingly different counter 
display, free with the purchase of 
the 60 dozen Eagle Prismacolor 
pencils it contains, takes up m 
more counter space than most con 
ventional, static cabinets and it 
keeps all colors in full view. A 
turn of the circular band to bring 
one color closer to hand sets all 
the cups twirling in an eye-catch 
ing motion that calls attention t 
all other colors. Preliminary tests on actual dealer counters 
showed that the display stimulated a substantial increase in 
impulse sales 





New Flag 42 

Club Supplies, Inc., Chicago, is now 
marketing the new U. S. Flag Banner 
bearing the official 49 star arrange- 
ment in official colors. Made of satin 
taffeta, the banner is 18” by 24” in 
size, fringed in high grade gold on 
both sides and bottom. With each 
banner goes a free booklet on how to 
display the American Flag. Retail 
price is $3 


Plastic Gavel 43 
, A gavel of ivory-colored Temite ace 
tate plastic, made in sizes for men oF 
women, is offered by Lignum-Vitae 
Products Corp. The gavels can also 
be supplied with _ sterling silver of 
jewelers’ bronze bands on which com- 
memorative dates or other message 
may be engraved, if desired. Sur- 
faces of the acetate head and handle 
are as rich-looking as ivory. Sug 
gested retail price is $10.50 for the ladies’ model and $12 for 
the men’s 
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NU-ART DELUXE 
ETCHCRAFT 
CONTEMPORA 
NATIVITY-ART 
EN FOR BUSIN 





See our fabulous Christmas card lines at 

the show . . . again featuring mass-selling 

“NU-DECOR" ENVELOPES. Also see our new 
BOOK OF BUSINESS CARDS. 


HOTEL NEW YORKER MAY 17-22 
ROOM 536 


ENGRAVING COMPANY 


World's Largest Exclusive Manufacturer 
of Fine Christmas Cards 


5823 N. Ravenswood * Chicago 26 
















The Perfect 


SELF-STICKING 
LABEL 


For Outdoor Or 
Permanent 
Indoor Use! 


MyLarR* COVERED 


LABELON’ 


@ Permanent and Forever Clean! 
Mylar* Cover guards against 
rain, dirt, sunlight. 

@ Pressure-Sensitive! Sticks to any 
flat, clean, dry surface. 

@ Universal! Can be typed or written 
upon, used indoors or outdoors. 

@ Withstands Heat! Up to 300° F. or 
down to — 100° F. 

®@ Colorful! Available in black, blue, 

red or green border colors. 

@ Easy to Use! Just remove backing 
sheet, fold cover over writing, 
and apply. 

@ Pre-cut in 5 standard sizes — pack- 
agedinhandy, attractive slip boxes. 


*duPont's 
~, registered 
vy trademark 


















Perfect for labeling 
outside storage. 


Hundreds of permanent 
indoor tiie ave 


/ 


ew / 


For samples and prices, 


“Tl write Dept. MS-5 


J <D LABELON TAPE CO., INC. 


450 Atlantic Ave., Rochester 9, N.Y. 
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ed gt 
aters fill the ’ 
needs of offices, JAN28°S7 
banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 
stylus. Model 450 has bold day 
figures; month changes auto- 
matically after 31st day change. 


Write for catalog, 
Dealer Discounts. 


& CO., Incorporated 
216 Nichols Ave 
Brooklyn 8, N.Y 


AN FRANCIS( NTREAL 
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Wiha) automatic electric eraser 
COLMAN 





Get your share of the profitable electric eraser business. Sell 
the fully automatic Barber-Colman electric eraser with ex- 
clusive self-starting feature. Just pick it up and start erasing. 
Quickly, smoothly erases pencil, ink, type . . . fine lines or 
solid blocks. A valuable timesaver needed by engi- 
neers- draftsmen, architects, artists, business offices, 
schools, studios. Carefully balanced palmfit for effort- 
less erasing. Quiet, efficient, trouble-free 115 V, 60C 
a-c electric motor. Highly dependable . . . thousands 
in use. A good-profit, good-selling item for you. Ac- 
cepted by Underwriters. Write now for prices and Saami 
descriptive folder. 


BARBER-COLMAN COMPANY 





Licetwe 
ERASER 


Dept. Q, 1245 Rock St., ROCKFORD, ILL. 
- - = for more details circle 114 on last page 
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NEW » ANCO 


NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 

and other hardware plated to resist corrosion. 


List price $15.00 
FOB: Glendale, L. |. 


STUDIO EASELS 









NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 
even better than ever! New unique 
construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- 
and-steel plate assembly prevent tray 
slipping even with 100 Ib. weight. 


List price $12.00 FOB: Glendale, L. I. 


Please write for literature mentioning this publication. 





ANCO WOOD SPECIALTIES, 
GLENDALE @e.. Y. 


rr rine en a 
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NEW PRODUCTS ..... 











A variety of new designs and 
new items are included jpg the 
Pakay line of Party Papers for 
1959. New products include color. 
ful centerpieces to hide the birth. 
day cake until the right moment 
for a happy surprise, gay nut 
coloring placemats for more A 
at the party, party pails, and 3. 
ply facial napkins. All told more than 40 new designs are 
generously sprinkled among matched sets, placemats, coasters, 
guest towels and specialty items. 


Adhesives 45 

Seven new adhesives have been in- 
troduced by The Carter's Ink Co. The 
new products include rigid plastic 
model cement, vinyl patch kits, gen- 
eral purpose epoxy, metal filled epoxy, 
contact glue, outdoor glue and poser 
model cement. The additions bring 
to 16 the total number of styles in 
Carter's adhesive line. The company 
feels the epoxies (a new style ad- 
hesive that has tremendous strength and sticks to many unusual 
materials) offer dealers most significant competitive ad. 
vantages. Each epoxy consists of two separate tubes blister. 
packed on a single pre-priced card. An ingenious tube arrange. 
ment permits mixing contents of both tubes in equal quanti- 
ties, thereby eliminating guesswork. 





New Furniture Base 4e 

Added versatility is now available in the Yawman & Erbe 
Mfg. Co., Inc. line of office furniture with the introduction 
of Styl-Leg, a new base which is interchangeable with the 
standard “Y and E” island bases. Illustrated in a new brochure 
is the assembly procedure, the sizes available in satin chrome 
and gold colored finish, and a number or pictures of Styl-Leg 
on different pieces of office furniture 


Laminating Merchandiser 47 

Carr Corp. of Cleveland has an- 
nounced a new multi-unit merchan- 
diser for their product, Plain-Vu In- 
stant Self Laminating Plastic. The 
multi-unit merchandiser is one com- 
pact display rack designed to hold 
four different Plain-Vu packages and 
a set of actual samples in 10” by 
12” of counter space 





Felt-tip Marker 

Cado-marker, an all-aluminum 
felt-tipped instrument that writes 
in a wide range of colors on any 
surface, has been introduced by 
Cushman and Denison, maker of 
the Flo-master Felt Tip Pen. The 
new marker is about the size of a 
large crayon. Factory-filled with 
oil-based inks in eight colors — 
always ready for immediate use — 
it makes permanent, waterproof } 
marks on such surfaces as metal, glass, rubber, plastics 
leather, fabrics, wood and paper. In all cases, the ink is sal 
to dry quickly without smudging. The instrument, desi 
for general-purpose users, is priced at 89 cents (refills 50 
cents) 
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(olonial TWIST SLIMS 


AND HOLDERS 


A brand new candle with a continental flare. Overall a generous 

10” length, 2” diameter — in 8 decorator colors. Holders feature 

new low scale treatment in design, are finished in antique Gold 'n 

White. TWIST SLIM COLORS: Red, Spruce, Pome, Light Green, White, 

Pink, Yellow and Sky Blue. 

No. 106 Twist slim candles only 

No. 106C Packaged combination for 
doz. candles. 

No. 107€ (Illustrated top right.) Packaged combination for pro- 
motions. Two single holders in antique Gold ‘'n White 
finish with box of 12 twist slims. 


promotions. Holder and 1 








(olonial Candle Co. of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 
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Siam) 
Héeceper 


HOLDS POSTAGE STAMPS 
. . « BY THE ROLL! KEEPS 
THEM DRY, CLEAN, HANDY! 


$100 


Heavy brass design with black 
lacquer base on protective felt 
Doubles as a handsome paper- 
weight... on a home or office desk. 
A gift anyone can use! 


© propucrs 


Division of KETCHAM & MeDOUGALL, INC., Box 15, Roseland, N. J. 

$ Send for catalog describing complete PAT line: 

tomp Keeper « Tape Keeper « Reel Riter Boll Point Pen « Pin-On Pencil 
TEintinch Pencil « Kev Keeper « MemoMatic « Rememo 


SEE US AT THE NEW YORK STATIONERY SHOW 3 
_ 9 6 se gS 








IKeeper 


THE HANDY. .. AND 
HANDSOME CELLOPHANE 
| TAPE DISPENSER 


$150 


Attractively styled in brass with 
black lacquer base, felt underpad. 
Easy to refill. Holds up to 400-inch 
roll of 42” or 34” tape. A perfect gift 
—useful as well as beautiful. 











wr. 
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self-adhesive 
FILE FOLDER 
LABELS —easier, 


faster, cleaner. 






10 colors plus white. 
8 labels per sheet 
with guide lines 


AvERy 


Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
tomers like the way they go on 
at the touch of a finger — they'll 
never go back to messy, sticky 
moistening of old-fashioned labels. 
YOU'LL LIKE THE 
REPEAT ORDERS! 


EVERY 
scl -adhewwe 
Llgels 


Write for AVERY SALES 
data—or ORDER FROM 
YOUR WHOLESALER 
TODAY! 


\ 





VE T\/REPEAT SELLERS 
MULTIPLY YOUR PROFITS! 





eu 
#7) 
— 
= i 


self-adhesive 
CORRECTION 
P itp TAPE - no fuss, 


muss, Stains or 

f 4 soiled hands 
Available in sheets or rolls 

1/6”, 2/6” and 5/6” widths 
Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 


the error. Then the correction 
is typed on the tape. 
ORDER TODAY! 


Avery F-line labels 

BUILD IMPULSE SALES! 
There are hundreds of 
uses for these handy, 


convenient labels at home, store, office or 
factory—for price marking, coding, identifica- 
tion, addressing, and 1001 other uses. Bright 
new packaging—27 popular sizes and shapes 
— in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 

117 Liberty St., New York 6 * 608 S. Dearborn St., 
Chicago 5 e 
California « Offices in Other Principal Cities 


1616 S. California Ave., Monrovia, 


- - - for more details circle 185 on last page 





Big Chief 
SENECA* 
Says: 
“SENCO—Big Name. 


Offers you much variety... 
much value. You collect 


more wampum!”’ 


SENCO 


Sell on Sight 


Senco variety is endless. Senco 
quality...obvious. Senco’s new pre- 
cision-matic machines guarantee 
you extras you can’t buy elsewhere. 


Ask your nearby jobber 
about the profit-making 
SENCO DEAL. 


Only Seneca Novelty Co., Inc., makes SENCO Rulers 
SENECA NOVELTY CO., INC. e 52 MILLER STREET @ SE 


Ml 7 Hu = 




















EC 


Ms 


FALLS, N.Y. 
J 


- - - for more details circle 177 on last page 





when 
you 


sell 
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EVERYTHING 





@ Graph Sheets 







* Profile Papers 


PAPER 
SS SIE 


© Planetable Papers 
© Cross Section Papers 


DEALERS! Send for free samples and Price List! 


the 





IN PAPER 


FOR THE DRAFTSMAN! 


e Tracing Papers 
e Layout Papers. 
e Silk Screen Parchments 


Acetate Sheeting 
(Clear or Matte) 


= 9 =a Se 


100 Eighth Street ¢ 


Home of 
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STOP! 


LOOK! 


Passaic, New Jerseys 


Artist , Pape rs” 





SELL! 


e DRAWING SETS 
e DRAFTING INSTRUMENTS 
e DESIGNING AIDS 

e DRAFTING MATERIALS 

e DRAWING EQUIPMENT 

e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 


architects, designers, students, 


etc. . . . at DOWN-TO- 


EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. ga 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanicai | ead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
teal sales stimulator ! 


a Pere 6.80 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades-assures a per- 
fect true point every time. A sure bus- 
iness builder! 


NEW 
. READY 

— > = REFERENCE 

ween) §6€©6 CHART 


FREE 


40% discount on any display, plus 
additional 10% on purchase of 3 or 
more different displays. Over oa 
dozen displays to choose from. 
Send for free display brochure. 


Handy, fully illustrated reference 
chart showing hundreds of 
Alvin’s most popular items. 
Orders promptly filled. Also 
an ideal sales tool. 


“QUALITY AT THE RIGHT PRICE”’ 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 
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NEW PRODUCTS. .... | 
Metalized Tapes 49 


Marglo, Inc., which introduced 
Trimbrite self-sticking metalized dec. 
orating tape less than a year 4g0, an. 
nounces three new additions to their 
line with new packaging, new dis 
play units and new merchandising 
deals. The three items are a 4" by 
6 foot junior size roll to retail at 49 
cents, a 114” by 6 foot roll to retail 
at 89 cents and a giant size roll of 
¥%4" by 35 feet to retail at $2.49, Bach 
of the new items is available in gold, chrome and copper in 
flute, brush, cross hatch, and small box pattern 


Greeting Cards 

Mother and Dad will be greet- 
ed this year with many new de- 
signs by Box Cards. One of them 
is the little lady who says inside, 
“from your little miss fit,’ and 
Dad receives “a lot of bills from 
Mother’s Day.” Free brochures of 
their new numbers are available 
from Box Cards. 





Typewriter Fun Book 

= “Fun With Your Typewriter’ is 
the title of a new book published by 
Falcon’s Wing Press of Indian Hills 
Colo., to retail for $1. It is being 
promoted in the East by Politzer Book 
Promotion. The author, a radio per 
sonality, shows how anyone can draw 
pictures with a typewriter. The book 
includes more than 250 examples 
Dealers receive a counter dispenser 
stand free with an initial order of 





copies. 
Record Storage Equipment 52 
A Perma Snap Binder line and 
the Permafile Corrugated Storage 
Box are featured items of the 
Office Equipment Mfg. Co. of 
Dallas, a NOFA exhibitor. The 


Perma Snap Binders for inactive 
and semi-active business records 
are designed for convenient han- 
dling and ease of stacking. They 
are said to be crush proof with 
normal handling. They are shipped 
knocked-down, 12 to a carton. 


Duplicator 53 

One of two all-new, medium- 
priced electric paste-ink stencil 
duplicators just released i the 
Tempo-Geha line of nine models 
is the user-designed, compact 
model 200DA_ with automatic 
collator-interleaver. They af 
both developed to give the copy 

:, - desired on all types of papers 
Exclusive built-in features include the new principle inter 
leaver or slipsheeter, oscillating inking system, full ream ising 
feed table, variable speed operation, four-way margin alignment 
while operating, feed stops at predetermined quantity, liot 
removing system, and unbreakable toothed-belt drive for quit, 
positive operation 
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"HEY, BOSS - I'M SHOWING THEM HOW YOU CAN MEND ANYTHING 
WITH WATERPROOF SCOTCH’ BRAND COLORED PLASTIC TaPE!* 





“SCOTCH” ond the ploid design ore registered trademarks of 3M Co., St. Paul 6, Minn. 


Minnesota imine ano )/fanuracrurine company 


La _ =>>. 
a > 
f yy 
.) 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW NS sd 
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Cartes Bruning Co., 
ni 


All branches 
Dieterich Post Co. 
California oie 
B.K. Elliott Co. 


Buffalo, Cleveland 
Detroit, Pittsburgh 


Keuffel & Esser Co, 
All branches the 








PLAN HOL 


Be sure to get your full share of sales generated by our 
consistent national advertising to your best prospects: 
architects, builders, heavy construction, engineers, de- 
sign consultants. Display the complete PLAN HOLD 
line. Use our direct mail pieces for your own list. 


PLAN HOLD Distributors 


B. L. Makepeace, Inc, 
Boston, Mass. 

A. & B. Smith Co, 
Pittsburgh, Pa. 
Defiance Sales Corp. 
New York, Philadelphia 
Eugene Dietzgen Co. 
All branches 

Charles D. Griffin Co. 
Alaska 


Manufactured by Plan Hold Corp., South Gate, California 


VERTICAL 
FILING EQUIPMENT 


brings engineering efficiency to the care and 
use of prints, plans, drawings, all large sheets. 














The A. Lietz Co. 
California 


Frederick Post Co. 
Ajl branches 
W. R. Watkins Co., 


Toronto, Canada 


C. J. Castro & Cia, 
Caracas, Venezuela 
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Chapel bat Studios a 


for profits you'll be proud of 
we - SS 


f 
FEATURE THE NEW 
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—a 
hen me 
Chapel rt 
Albums Ot . 
i; A ety 
ultimate in fine 
Creonalized caus 
CHRISTMAS 
CARDS 


Rare elegance in 


Distinguished Cards You’ll Be 
Proud To Display 











A complete gallery of outstanding new designs, 
with customer’s name elegantly imprinted. 
Cards for every purse, person, and preference 
the kind they'll be proud to send aoe style 
esigns in 
the popular 
slim shape 


Fon 


My, 


Novel Family cards 
with extra personal 
and price appeal 









Atlee avaitabie= 
special aibum of dis- 
tlactive Christmas 
Cards tor business 
firms, executives and 
professional people. 


a 






Natural color photos 
of Christmas subjects 


- - = for more details circle 123 on last page 





Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 





























OF BOSTON 


Please send me your 3 books of 1959 Personalized Christmas Card designs. 
NO I a cae aa cae aca aces ncenenomnnconannodaneeens 
BUYER'S NAME 

ADDRESS. 
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NOW! NEW FORMULA 


UMPTION 


in a Bright, New Package for 


a, 
PROFITS! 








Gumption with NEW 
SUPERCLEANSING ACTION 
wipes away all stains 
@ from linoleum and plastic 
desk tops. Guaranteed to 
remove Hectograph & 
Ditto Ink Stains — Carbon 
& Crayon Marks! 





Also perfect for steel, aluminum, chrome and 
leather chairs, desks, files, and other office 
furnishings. Full money-back guarantee. Priced 
for volume sales and new profits! 


Call or write today for trade discounts. 


GUMPTION 


Products Corporation 
56 Reade St., New York 7, N. Y. * BArcaly 7-8482 


Exclusive U.S. Distributor 





Visit us in Booth G753 NOFA Convention 
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NEW MONEY-MAKERS 
Now Offered to Dealers! 








A full range 
of Moderately 


Priced Machines 
for Every Use. 
Backed by Our 

Nation-Wide Sales 

and Service 
Organization 





a “ 
~ Model EvMs 


FOR A BETTER DEAL seu. 


Write today for details of Dealership Plan 
PLUS Diehl Calculator Division 


CONTROL SYSTEMS, inc. 


5 Beekman Street + New York 38,N.Y. + REctor 2-0045 





| 


NEW PRODUCTS . 





Portable Electric Adders 54 


R. C. Allen Business Machines, 
Inc., has added two new Portable 
electric models, the 606E and 
707E, to their line of adding im. 
chines. Both the 606E, with a list. 
ing and _ totaling Capacity of 
9,999.99, and the 707E with | 
99,999.99 capacity, feature the e 
clusive R. C. Allen automatic clegr 
signal which prints with the first 
item, assuring a cleared machine 
This, and the extra large type are outstanding features ina 
list that includes visible answer dials, direct subtraction jp 
red, automatic space-up and automatic sub-total and total 
In addition, each of the new models features a motorized 
repeat key . . . a transparent paper knife . and even odd 
keytop formation for faster touch operation and ease gf 
operation. Both models are electronically interference free. 





Tissue Cutter Box 55 

The 1959 line of Resale Tissues 
by the Crystal Tissue Co. includes 
a cutter box of “Radiant” sequin- 
ned lightweight gift wrap, priced 
to sell at 79 cents retail. A 50-foot 
roll, 20 inches wide, is packed 
in a colorful cutter box with a 
new and patented aluminum cutter 
edge. The box lid has a “snap 
lock” to keep the roll free from 


x 





dust and dirt. Crystal also has available a new Sampler and 
Selling Folder with a four-color spread of the entire line and 
a resale price list form. 


School Supplies 56 

America’s leading comic 
strip characters will be used 
to illustrate a new line of 
school supplies and related 
items manufactured by divi- 
sions of Western Tablet & 
Stationery Corp. They will 
be marketed under the com- 
pany’s Hytone and Spiral 
trademarks. Included in the 
14 different items are com- 
position books, school tab- 
lets, autograph albums, scrap books, zipper binders, theme 
books, pocket notebooks, drawing tablets and looseleaf note- 
books. Among the 29 famous cartoon figures who will high- 
light the covers are Steve Canyon, Penny, Li'l Abner, Smokey 
Stover, Angel, Mutt and Jeff, and Terry. 


Bubble-packed Novelty Pencils 57 

Complete visibility and com- 
plete protection against damage, 
loss, and pilferage are features 
of these new plastic bubble 
packs by Eagle Pencil Co. II- 
lustrated are a 49-cent pack of 
pencils with rule, sharpener 
and eraser; a 25-cent pack of 
pencils with a mystery gift 
hidden in the side pocket. Also 
available are a 29-cent pack of 
pencils with eraser, a 10-cent pencil with whistle, a 29-ceat 
pack of pencils with plastic “spaceman’’, 25-cent mystery gift 
and spaceman packs, and 25-cent Verithin and Mirado packs. 
Dealers can buy these items separately in cardboard counter 
display cartons or on a free wire rack holding an assortment 
to retail for $28.53 
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“DIAL-A-MATIC" 
ADDING 
MACHINE 

No. 568 that retails at $4.00 

Adds up to 999,999 

Subtracts, too 

Automatic clearing bar clears dials with a flick 

of the finger 

Accurate, Compact, Precision made throughout 

Skidproof base for one-hand operation 

Moving parts of sturdy Dupont Nylon 

Mechanically Guaranteed 


Individually packaged in colorful, eye-catching 
carton 


NOT A GADGET—but a Real Precision Machine 


Request latest catalog of complete Sterling line 
of School and Stationery items. 


STERLING PLASTICS Co. 


40 COMMERCE AVENUE: UNION, NEW JERSEY 


Monvufacturers of Stationery and School Supplies 
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OFFICE AUTOMATION 


Ever¢ Greater Posting Ease With 
AFE INSULATED LEDGER FILE 


om - ——— Posting Machine 
——- clears top 
of Ledger file. 









Model 501 LEF 
No heavy lifting 
of trays. 


Certified FIRE PROTECTION at point of use 


Trays expand for use as they rest in the bottom of the 
drawer at convenient posting height. No lifting of trays. 
Used beside any make bookkeeping machine with clearance 
for the machine's carriage. 

Records never leave this certified protection. 

File may be easily rolled on its ball bearing casters. 
SPECIFICATIONS: Inside drawer dimensions: width 18%”; 
Height 134%”; Clear filing depth 27” — Outside dimensions: 
Height on pedestal 28%”; Width 2234”; Depth 31”. 


Write for complete information and prices 


Midwestern Manufacturing Corp. 


106 E. Market St. Indianapolis 4, Indiana 
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KOH-I-BALL 
double-ender 


BALL POINT PEN 
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A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES BEAUTIFULLY ! 
40) eevee): Bloomsbury, N.J 


= = = for more details circle 154 on last page 

















































NEW PRODUCTS....... 


New Typewriter Models 58 § Everyde 





 < Al iS Introduced 
two new ty; iters, the “A” 
model VisO standard and 
the “A” mo VisOmatic Elec. 
trite. The 1 new features 
include an ; atic bail that 
permits instar iper insertion 
without the tor’s manually 
lifting or | ng the bail, 
dual built-ir Nsparent card 
holder that enables the opera- 


tor to type any place on any card, a new hand-ease line space 
lever, a new sure-sight line finder top to keep all typing 
completely visible, and new constant ribbon tension control 
lever. The VisOmatic also has automatic visible Margin set, 
balanced line spacing, half space error correction and Margin 
justification, finger tip keyset tab keys, quick switch platen 
and lifetime soft-touch key tops. Either model is available ip 





a choice of 7 different office-matched decor colors, all with 

| pearl white trim. The “A” model Electrite offers all the Cemen 
features of the “A” model Standard plus a new electric shift The n 
| which operates from either side to increase typing speed and nbreak: 

efficiency. ement 
as be 
| Numbering Machine 59 with th 

A i Pryor Marking Products describes _ of 
T e you | its new Powermark Electric Number- all-meta 
|} ing Machine as the answer to ef- with | 

| ficient numbering of multiple carbon ed cap, 

di 4 lh | snap-out forms, 1 to 12 carbon inter- Div.., 

spen in? time se ing | leaved forms, terminal digit number- Merchat 
| ing on vouchers, filing systems or in- —— 


° 9 | surance forms. The machine is self 
a mpensating f varied thickness of 
your competitor Ss ‘anaes os hed por ge y wos Sal 


date or code forms as fast as they can 





9 be fed into the machine. It will number consecutive, duplicate Al 
stock 4 or repeat. The machine is available in 6 to 10 wheel capacity 
Unit weighs only 10 pounds due to light weight aluminum Al 
| construction, yet is constructed for heavy continuous use. 


Many pen dealers are | Pencil Caddy 60 try 
—and here is how it’s done: 


A new idea in advertising premiums 
has been introduced by the Sealright 
Company, Inc., manufacturers of pa 
per cups and containers. This “Pen- 
cil Caddy” is Sealright’s new Pre- 
mium-Pak Jr. container. Sealright feels 
that ‘‘a premium of this type assures 
the advertiser that his message will be 


Mrs. Shopper comes into your store. She is looking for a 
fountain pen. You display brand x, brand y, brand z. You 
spend time selling the merits of one of these brands. 

Then, Mrs. Shopper thanks you—and walks down the 
street to buy at the nearest discount house! 





Your prospect? Gone. read over and over, even if subcon- 
Your time? Wasted. sciously, since it will be situated on a 
Your sale? Lost the prospective customer's desk, con- 


stantly within his view”. 





Your profit? Zero. 





But this is not your story if you are a Parker Franchised | Speaker's Tool 61 
Dealer. You display and recommend Parker Pens. And Fairway Products has introduced 
you sell Parker fountain pens—a lot of them. | its Memo-Aid as a_ tool for 
So it pays to feature the Parker line in your advertising, lecturers, public speakers, emcees 
display and sell the Parker line in your store. Support the | *4 s¢lesmen. Notes can be pre- 
: : typed on rolls of paper. The paper 
Parker Franchised Dealer Plan. Fountain pen shoppers rolls, when placed in a compact 
become your customers. You make the sale . . . you make | case, can be advanced or reversed 
the profit. You don’t spend your time selling pens for | at the flick of a finger. Notes 
competitors. remain in their correct sequence 
| and the paper can be easily re- | 
moved for filing or refills. The oi 
unit can be personalized with the name of a person 
<p The Parker Pen Company | pany. With > case made of marbleized mahogany molded 
plastic, it retails for $3.98. Paper refills are 20 cents. a 











COPYRIGHT 1959 BY > THE PARKER PEN COMPANY, JANESVILLE, WISCONSIN, U.S. Ar 
TORONTO, ONTARIO, CANADA 
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yew PRODUCTS .. . . Desk Pen 6a 

) Oe ace 5 Caan Market research 

conducted by AIl- 

Everyday Cards 62 Rite Pen, Inc., has 

Roth Greeting brought to light a 

Cards has _ intro- largely undevelop 

duced new Every- ed selling area in 

how con lever day numbers, five the form of bell 
Thank You clever new cards 


pens that are shap- 


Mother's Day 


in a 


ed like traditional 
grouping and six tapered quills. The 
new designs for demand exists 
Father's Day. The among consumers, 
Everyday card pic- schools, government agencies, banks, ho- 
tured here reads tels, ticket counters, etc., the company 
how can I ever says. To fill the void All-Rite has created 
thank you” on the a spencerian-type ballpoint pen to retail 
outside and opens at the mass-market price of 29 cents. Its 


to this message, 7-inch long shape is reminiscent of the 
when you never 


old-fashioned quill but its performance 


do- anything for features represent the latest develop- 
me 


ments in pen technology. It is con- 
: toured and ribbed for natural finger 
Cement Dispenser 63 grip and balanced for writing comfort 


The need for an 


nbreakable rubber 


The distance between gripping area and 
paper surface provides better visibility 


EXHIBITORS ... 


(Continued from page 24) 


Jasper Chair Co. 
Arthur A. Barth 

Jasper Desk Co. 
Raphael Blessinger 

Jasper Office Furniture 
R. E. Sturm 

Jasper Seating Co. 
George Mehringer, John L 
Eckert 

Jens Risom Design Inc 
Chilton Brown 

John Chair Co. 
Walter R. Bryzek 


Landers Corp., The 
Cc 


Scholz 


Lehigh Furniture Corp 
W. W. Strasser, Jr 
Leopold Company, The 

Robert Fleming 
Luxor Carpet Company 
Denver C. 


Bates 


M 
Marble, B. L., Chair Co., The 
Charles L. Pettibone 
Marnay Sales & Mfg. Co. 
Marvin Herskowitz 
Masland Duraleather Co., The 
George H. Sweet, Malcolm 


; ‘ . = * “ee seg McMeekin 
ement dispenser of what is being written. The visible- Maso Steel Products 
as been lved supply cartridge is easily replz John F. Burke 
, bec ee = * —_— = , ily replaced and Master Manufacturing Co 
with the introduc- it contains fast-drying “Arco” ink in Ben Epstein 


tion of a one pint, either blue, red, green or black. Barrel 
is black or solid red. A fine-line 
model is available to retail at 39 cents 


Pens are packed one dozen to the box 


all-metal dispenser, color 
with brush-attach- 
ed cap, by Faymus 
Div Banke rs & 


Merchants, Inc 




















AMERICA’S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 
try's largest stock of all im- 


portant art supply lines. 


Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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SAME DAY SERVICE 
ON 


A’ sve 
; 


SEALS 


NOTARY AND 
CORPORATION 
#1 Pocket Seals $8.00 
Dealer Discount 40% 


LOUIS MELIND CO. | 


3524 N. CLARK ST. cuicaco 13. || MMBAUM tee TY 
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Sold Only 
Thru Dealers 











and cartridges come three in an enve- J 
lope with 12 envelopes per box. 3 


Mayfair Industries Inc 
K 


Crouse 


Meilink Steel Safe Co. 
Cc. C. Penske, S. R. Akers 
Mesberg, B. G., National 
Sales 
M. Eppinger 
Metalstand Co. 
Alan Cohen 


F.0.B. N. 


NEW YORK 





H841 
Al110-Alll 


D410-D411 
B260, B270 
G764 
B210-B211 
H852-H853 

H864 


H822-H823 
H850-H851 
F642-F643 


C330-C331 
E554 
F655 
H810-H811 


G760-G761 
F667-F668 


MAISON GOURMET 
JENFRED WARE 


For TOPS in BEST VALUES and HIGHEST QUALITY 
See our complete line of METAL ACCESSORIES in 
diversified selections of styles and finishes at the 


NEW YORK STATIONERY SHOW 


ROOM 1110 HOTEL NEW YORKER MAY 17-22nd 






Write for new 
illustrated catalog. 


Y., N.Y. 


MATSONX GOULRWMEE 


Ys 
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Office in the Home C364-C365, C374-C375 Smith System Mfg. Co. 
EXHIBITORS . Office Suites Inc. E562-E563 H. E. Hyland Bs 
(Continued from page 85) Stephen Levitas Sueneeet 4 hE E511 
—_s, eomen, G180-G181 P fe Inc Al» 
u e = . , ron Fields aaa 
Hugh DePree Parker Steel Products Inc. Gi774 Stacer Seulement Co. cues 
Mills Company wese-resi =, Leonard E. Parker nss1 Morris Brenin “C351 
H. J. McDevitt yg Bg ~~ Se Standard Furniture Co 901 
Milwaukee Chair Co., The G710-G711 pe. Conten reseer, Glenn F. El wood “$0 
L. J. Block Larimore e = er weee Stanley Mfg. E564 
Modern Office Procedures F666 ~ a -_ _ ng Co. Mrs. Frankie  tieiaii ~E565 
ster P. Aurbac : , tuart, John, In 45 
Modern Steeicraft, Inc. F644 Probber, Harvey, Inc. reie-Fe11 = Stuart, Joma. Inc. D450, D451, Baw 
E. Bernard : Pepper, Petes Products Inc. _E532-E533 Sturgis Posture Chair Co A130-A1 
Monarch Furniture Co. ©322-€323 epper, Peter, ucts Inc. ._E J. L. Mann, R. M. Matthews, " 
H. M. Gutterman RR Ss A123 William Polley, Chandier 
Mueller Metals Corp. F600-F601 “4 > Safes Shackelford, Harris Pilking- 
Frederick E. Mueller Robert Brown, ton. William Ward, Harold 
Murphy Mfg. Co. Al44 R. Huizenga Sid Lichtenstein 
G. Carlisle stylex’ Seating Co. B22} 
Murphy Miller, Inc. Al4l1, Al42, A143 R S. W. Golden . 
Ben Head Rosenblum, Janet, Inc. G770 
“re Desk Co. D430-D433, D441-D445 Miss Janet Rosenblum , 
. R. Pitts Rowen Inc. C361 Taylor Chair Co. B220-B 
N yal Metal Mfg. G154-G755 Mrs. M. T. Meals ” 
Roya e g. Co. - 

NOFA Freight Car F676 Kenneth Charley me Ome oe A160-Al6) 
NOFA OFFICE FURNITURE in . Tiffany Stand Co. A132-A133 
agazine * 

NOFA Bpepranee Program B273 St. Louis Industries Inc. D460-D461 b= . ~ Earl Hanson, 
Nacional, D. M., 8. A. __G771, G772, G773 Paul C. Guth =. i. ae 
Antonio Pais’ Galindo St. Regis Paper Co. C367 Walter E R u ure Co. _ G742-G143 
National Lock Co. C344 Stephen D. Boudreau, Jr. Trent Fi sit yy 
H. Johnson Sainberg & Co. A145 Ma Be —_—— D465-D46¢ 
National Plastic. Products Co. A162 Robert Sainberg Tropicraft, Inc. 
Milton n, Pete Pollock Savoy, John, & Sons C362 vr M Closk B201 
National Sales Agency H862-H863 Robert Butson ona ts “5 oy 
Hugh O'Neill Scott, Isabel, Fabrics Corp. G783 Paul Cc B ae Cow E553 
National Store Fixture Co. ___€332-C333 Fred Seeman ee Qo 
Wieland Security Steel Equipment oees, Ww. 2. souser 
Nessen’ Studio, Inc. E544 Corp. : H860-H861 EB 
Stanley Wolf H. G. Tough U 
Nucraft Furniture Co. G732-G733 Shelbyville Desk Co. C340-C341 United States Rubber Co. C360-C370 
George D. Schad, Jr. R. S. Morris A. J. Hocking 
Shepherd Casters, Inc. A100 Upholstery Leather Group F671-F675 
John Barclay Miss Martha Shaeffer 
Office Appliances C261-C262 Sight Light Al120-Al121 
Charles . Gilbert M. Wheeler Vv 
— +.» Mfg. Co. B267 Smith Metal pee Co. B281 Valco Company C310-C311 
James Pryor W. K. Donaldson R. J. Azar 
EES se 
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ANOTHER 
EXCLUSIVE 
FEATURE OF 
BOSTON 
CHAMPION 


PORTABLE SHARPENER 


Around! 


(After 10 years in banned See our 
60 new Christmas numbers — Con- 
temporary, Religious, Traditional — 
at the New York Stationery Show, 
Room 1030. 


Orders of $150 net or more 
earn FREE delivery! Your 
choice of colors: Green, 
Blue, Sandtone, Gray. Write for in- | % 
formation today, Dept. J. 


C. HOWARD HUNT PEN CO., Camden 1, N. J. 


























TICKET PUNCHES 


"NOTCHING 
PUNCH 


FOR 
EVERY 
PURPOSE 








Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over = wide, 5/16” deep; No. 
33, not over 1/2” 

No. 2—For 1/8- rig round holes; 1-1/4” 
reach. 

No. 3, 1-1/2” reach & No, 12, 2” reach, same 
style as No. 2. All will take special dies. 
Tally Punch — Registers number of punchings 1 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in our 
Nos. 2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 
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Talk About Pen Pals! 


Macy may not tell Gimbels, but 
parker tells dealers how to sell Sheaf- 
fer pens in Washington, D. C. And 
t's profitab! for Parker and Sheaffer. 

Washington dealers, for example, 
gil 200 percent more desk sets than 
any other urban sales territory in the 
sation, thanks in part to Jack Parker, 
Sheaffer sales representative there for 
22 years. 

“A fellow named Parker selling 
Sheaffer to retail pen dealers is an 
deal setup,” says Jack. “They think 
s hilarious and they never forget 
my name.” 

It's also an asset in Opening new 
counts. “Invariably its leads to a 
few minutes of confusing conversa- 
tion when I first call on a new 
dealer,” says Jack. “Getting the Par- 
ker-Sheaffer relationship straightened 
out is a sure and pleasant way of 
getting your foot in the door.” 

Jack has been selling Sheaffer in 
Washington all his working life. Now 
the father of two teen-agers, he start- 
ed out in 1936 as a special sales rep 


New! 


GRAY 
FINISH 


Transfile 


calling on small dealers to open new 
outlets. At present he handles Sheaf- 
fer's key retailers there. 

Aside from the name gimmick, Jack 
Parker is a salesman with definite 
ideas on how to serve pen dealers. He 
believes in giving a dealer selling 
plans, in seeing a dealer often enough 
to understand and help solve his par- 
ticular retailing problems. He remem- 
bers when pens were sold mostly as 
functional writing instruments. ‘To- 
day, while writing quality and satis- 
faction are still foremost,” he says, 
“we also sell styling and color.” 

Jack left his selling for two years of 
military service during World War II. 
He recalls interviewing POWs who 
told of cutting up white tooth brushes 
and pasting the pieces on all types 
of pens to simulate the “White Dot” 
Sheaffer mark. Then they traded them 
with the guards for extra food. 

“We missed an awful lot of sales 
potentials in the Pacific during those 
days,” says Jack (pardon the expres- 
sion) Parker. 


to match the new look of 


modern offices. 





This new gray finish plus all their famous features, firmly 
establishes TRANSFILE as the finest value in steel front rein- 


forced fibre board files. 
semi-active and inactive 


Be the first to offer these new GRAY finish TRANSFILE Files 
im your trading area. Send your order at once. 


GUIDE SYSTEM & SUPPLY CO. 


335 Canal St., New York 13, N. Y. 


For low cost filing and filing of 
records, they just can't be beat. 


§ 


Just Hf retail 
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“FAMILY GALLERY” 


Biggest value — fastest seller 
— in years! 1014” high, takes 
3 pictures under transparent 
acetate. Brass hardware. In- 
dividually boxed. 

Colors: red, tan, white, black. 


#73...dealer cost $7.20 doz. 


DUNSTON 


How to 
Lose a Sale 


Just as there are many ways to make 
a sale, so also there are a number 
of ways to lose a sale and a customer. 
Here are a few of the latter. 

@ Play hard-to-get when the cus- 
tomer walks in. 

@ Act bored and indifferent. 

@ If the item is not handy tell 
them it’s out of stock 

@ Don’t suggest anything else, let 
them take it or leave it. 

@ Stay in a huddle with other sales 
people. The customer can wait. 

@ Don’t bother to learn how the 
merchandise is made or used. 

@ Don’t ever smile what's 
there to smile about ? 

@ Don’t bother to know whether 
it is in stock or not. 

@ Don’t worry about your appear- 
ance. 

@ If the customer has a complaint, 
tell him you only work here. 





LEATHERS, INC. 
121 West 17th St., New York 11, N.Y 
WAtkin 9-6608 
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90% of the intercom 


market can be yours 


WITH ONE SYSTEM 


CTION . 


INTERPHONE SYSTEMS 





PRIVATE 





The ingenious circuit 
design of ACTION! 
interphones makes 
ACTION! the most 
versatile and efficient 
intercommunication system 
on the market. With this one sys- 
tem, and the smallest inventory, you 
can fill the exact needs of 90% of 
the business and professional firms 
in your area. Now, sell the most 
impressive, modern, American- 
designed system, with the exciting 
name that dramatizes the most effec- 
tive selling theme in business equip 
ment today: ACTION! Write for 
details about the ACTION! sell-by- 
demonstration plan and kit. If your 
intercom sales are falling behind this 
mushrooming market, get into 


ACTION! now, and get the 


share 


of business that belongs to you 


CTION . 


INTERPHONE SYSTEMS 


PRIVATE 





2 10 9 STATIONS 


All the service features that everyone 
wants: Dignity and efficiency of pri- 
vate interphones Every phone 
a master station 2-way loud- 


speaker or paging stations where 
desired . . . Direct-signalling by push- 
buttons — no switchboard or 
operator Simplified circuit is 
troublefree — only a screwdriver for 


installation, virtually no maintenance 
Finest telephone-quality per- 
formance at lowest intercom prices 


Interphone $32.50. Power supply 
$25 (retail). Complete 5-station sys- 
tem sells for under $200 — gives 


you almost $100 profit! 


Order now . or write for details of 
sales-making Plan for ACTION! 


Acrion’ 


SYSTEMS COMPANY 
One Vanderbilt Ave. * New York 17, N.Y. 
for more details circle 103 on last page 


EXHIBITORS... 


(Continued from page 86) 
Victor Safe & Equipment, 
Remington Rand, Inc. 
Robert H. Winkier 


H843-H845 


Virco Manufacturing Co. B233 
Robert L. Adams 
Virginia Fibre Corp. G762 
Vogel Peterson Co. B230 
C. A. Anderson 
w 
Wells Chair Corp. A140, A150 


Joseph W. Pritchard 
Westin Nielsen Corp 

John E. Nielsen 
Wood Office Furniture 

Institute 

Robert A. Spelman 


H800-H801 


G750-Gi751 


SELL PARTITIONS... 
(Continued from page 25) 

office furniture dealers are bypass- 
ing lucrative business in wall or par- 
tition installations above 84 inches 
high because of the belief that these 
are too complicated to handle. 

“Our experience,” he says, “has 
proved to us that many sales that 
would normally go to manufacturers 


not selling through the independent 


dealer and these account for over 
50 percent of the business in this 
field could be and have been 


secured for the dealer through closer 
cooperation of manufacturer, repre- 
dealer. 
“Furthermore, many 
stallations could be made if the of- 
fice furniture dealer and the smaller 
stationery dealer now handling of- 
furniture 


sentative and 


sizeable in- 


fice could be convinced 
that, with the manufacturer's assist- 


ance, he could handle all partition 


and wall installations, no matter 
how high or what surface is used. 
“Dealers would sell many more 


huge partition jobs such as these 
if they were really convinced that 
installation can be taken care of by 
the supplier's installation contractors 
located strategically throughout the 
country.” 

Factors which make the selling 
easier, according to Mr. Storch, are 
a lineal footage price structure which 
the 
ies, three-week delivery, a variety of 
heights and surface finishes, and the 
previously mentioned help of fac- 
tory-trained installation men. 

“The availability of these aids to 
the dealer,” Mr. Storch says, “should 
influence him not to bypass any par- 
tition job, particularly if quotes, the 
installation and delivery headache 
and other details are made negli- 
gible for him by the manufacturer's 
facilities.” 


includes all necessary accessor- 









RAIN o 
SHINE... 


prerer Ed-U- Cards 





























PREFER 




















































































Always Something NEW 





Children's Educational Games 2% 


Ed-U-Cards Mfg. Cor 


13-05 44th Ave., 
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Long Island City 
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VISUAL RECORDER 
WITH 1000 USES! 





Handy prompter for home and office! 
Notes can be typed or written on paper rolls 
Advanced or reversed at a flick of the thumb 
Data always in correct sequence! 
Permanent record for future reference 
Easily removed for filing or refills! | 
Handsomely designed and packaged } 
Perfect gift, organization award or club prize 
Imprint space provided! : 
@ Retails at $3.98 . . . High dealer profits 

PEAKERS @ SALESMEN 
Neer uerrUTiVes © TEACHERS . STUDENTS 
ACTORS * MC's * AD MEN * RECEPTIONIS 
HOME USE * AND HUNDREDS MORE! 


For Quantity Discounts Write to 
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I Netohial TMM iilee lelacle(-Rolm olgeluie 

inent women who will help 4 

you sell White & Wyckoff 

deoducts throughout +Oae Designed for Pen or Portable. 
Ideal back-to-school promotion. 
Recommended by famous 
Couturier in national ads to 
25,500,000 women. 











Get ready for an even sharper rise in Typette 
Tints sales. Because now we’ve added the sales 
magic of Hannah Troy, famous Couturier, to 
the list of personalities who help you sell White 
& Wyckoff stationery throughout the year. 


Make your store headquarters for Typette 
Tints. Use the free Hannah Troy display ma- 
terial, with a timely back-to-school sales mes- 
sage. Let all your customers know you sell 
quality White & Wyckoff products. 


Typette Tints Special Value Deal No. $575-24 


24 boxes (12 white, 4 ea. Blue, Pink, Green. . .110 sheets, 
50 envelopes to a box) 


Retail Value. ....$1.89ea..... $45.36 
Your Cost $1.04 ea..... $24.96 


Your Profit (a full 45x mark-up)... . $20.40 
— includes FREE display material 








paper rolls 
the thumd 








ence! 


s SOCIAL STATIONERY 


ed 


STUDENTS 
PTIONISTS 


Write White & Wyckoff, Holyoke, Massachusetts for details. 
Showrooms in New York (30 Rockefeller Plaza) and Chicago (1536 Merchandise Mart). 
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AS I SEE iT 


by Donald Frey 





eee and visiting whole- 
salers were most impressed 
with the exhibit of ‘Dynamic 
Wholesaling of Stationers Products,” 
held at the Hotel New Yorker dur- 
ing the March convention of the 
Wholesale Stationers Assn. The ex- 
hibit underscored the various for- 
ward steps which full line whole- 
salers of stationers products have 
been making during the past five 
years to provide more effective dis- 
tribution for manufacturers and to 
bring greater money-saving services 
to retailers throughout the 
tinent, 

M. H. Chute, president of Bain- 
bridge, Kimpton and Haupt and 
newly elected chairman of the 
Board of WSA, had the following 
message for retailers: 

“To the retailer, we shall say: 
We don’t want to break your ties 
with your favorite manufacturers. 
We don't want to break your ties 
with any manufacturer for the sake 
of breaking ties. All we ask of you 
is to get in step with scientific 
merchandising, with current trends 
in distribution that portend great 
things ahead for all branches of our 
industry. 

“What we ask of you, Mr. Re- 
tailer, is that you study with in- 
creasing care your business structure, 
your buying methods. We ask you 
to weigh values and to measure as 
accurately as you can just how your 
practices affect the various parts of 
your business. Find out where and 
how you can buy with the best 
results; find out, through an open 
and inquiring mind, which lines in 
your particular case you can buy to 
best advantage from the manufac- 
turer and which lines you can buy 
to best advantage from your service 


con- 


90 











Secretary-treasurer, Whol s' Association 


wholesaler. You, as a business man, 
want to increase your rate of turn- 
over. You want to run your busi- 
ness with a minimum of capital in- 
vestment commensurate with the 
ultimate service you seek to render 
and the ultimate profits you want to 
make. You are the one to find out 
the answers. There is no rule of 
thumb and no blanket rules that 
will give you those answers. Put 
aside the old and hackneyed stand- 
ards that so often lead astray. Re- 
member that you aren't depriving 
any manufacturer of business when 
you discover that on certain lines 
you can get Ais merchandise at a 
saving to yourself and to the manu- 
facturer by using the services of 
your service wholesaler. It represents 
no unfriendly attitude toward your 
friend and cooperator, the manufac- 
turer, to state to you that on some 
lines the slightly higher discount 
you get from the manufacturer may 
be offset by gains in other ways 
when you use the service wholesaler. 
You need not fall into the field of 
error represented by your possible 
assumption that you're big enough 
to buy everything direct. You may 
have some surprises coming when 
you dig deep enough to find the 
facts. 

“And to the small retailer who 
also wants profits and who wants 
his business to grow, what shall we 
say? There is a long story we have 
to tell to him. Let's just concentrate 
on a very brief summary of our 
message there. 

“By consolidating your purchases 
with your service wholesaler, you 
will save transportation costs; you 
will reduce labor and operating costs 
and you will eliminate the excessive 
minimum freight charge. 


“You, Mr. Retailer, by buying 
regularly from your service whole. 
saler can balance your inventor 
and render the best possible servic: 
— find yourself with fewer ‘short 
items’ and with fewer overstocks — 
you can have a balanced but com. 
plete inventory — and render a 
better service than ever you did - 
inevitably increasing your sales. You 
can increase your rate of turnover 
and reduce your capital investment. 
You can have more money for ex- 
pansion or for other purposes. 
Make every dollar and every man- 


power count. Concentrate your 
buying. 
“Let it be said to the retailer, 


large or small, that the service the 
wholesaler is able to render, if it is 
sound — and it és — is just as valu- 
able in times of prosperity as in 
times of recession.” 

The above quotation was included 
in Mr. Chute’s opening address at 
the WSA 1959 Convention, which 
carried the theme “Dynamic Whole- 
saling.”” This address also included 
the following remarks: 

“Gentlemen, the word ‘education’ 
has sometimes been abused. Time 
was when men labored under the 
devastating illusion and delusion 
that at some given point they had 
finished their education, completed 
their knowledge of life as it is, 
mastered the techniques of business 
and of living. I notice that this 
illusion does not affect as many mea 
as it once did. The larger and mort 
responsible the executive, the more 
likely he is to go on learning. That 
way, and that way alone, lies pro 
gress. Many leading stationers ae 
going to school again, thanks to the 
program of NSOEA.” 

(WSA story on page 58.) 
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can there be something wrong 
in Moose Chunk ? >... must be . . . we haven’t had a single 


letter from there reporting Oxford’s impressive 
sales success. Dealers have been sending us 
the good word from just about everywhere 
else, however: 


“Oxford outselling all other brands.” 


“Customers like the quality, competitive price 
and completeness of the Oxford line.” 


“Sales and profits are bigger since we featured 
the full line of Oxford filing supplies.” 


“Oxford PENDAFLEX°® is the backbone of my business.” 




















Of course, there are good reasons why Oxford 
filing supplies should sell better than other 
brands . . . Oxford’s plain-to-see quality and 
customer “buy appeal.” But see for yourself. 
Stock the Oxford line with your other filing 
lines and watch your customers show their 
preference for the bright new Oxford packages. 
If you are a full line Oxford dealer you already 
know the full profit story! 

Are you receiving your free copy of “The 
Filing Line”? Send your name in today. 


Oxford Filing Supply Co., Inc. 

6-5 Clinton Road, Garden City, L.I., N.Y. 
St. Louis « Chicago + Dallas 

Los Angeles + New York 


' Oxford 
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April 20-21 — NSOEA District 9, Stat 
ler-Hilton, Dallas, Texas. 

April 27-28 — NSOEA District 8, Mueh 
lebach Hotel, Kansas City, Mo 

May 1-4 — National Office Furniture 
Assn. Convention-Exhibit, Miami Beach 
Fla. 

May 2-5 — National Art Materials Trade 
Assn. convention and show, Statler 
Hotel, New York City. 

May 8-9 — NSOEA District 4, 
cana Hotel, Miami Beach, Fla 

May 10 — Mother's Day. 

May 15-16 — NSOEA District 10, West- 
ern-Skies Motel, Albuquerque, N. M 
May 17-22 — New York Stationery 

Show, Hotel New Yorker. 

May 18-19 — NSOEA District 14, Des 
ert Inn, Las Vegas, Nev. 

May 22-23 — NSOEA District 11, Olym 
pic Hotel, Seattle, Wash. 

May 24-27 — Annual Convention-Ex 
hibit, The Stationery and Office Equip 
ment Guild of Canada, Montreal 


Ameri- 








Designed to take very little space, these 
clips will hold memos, menus, etc. erect, 
convenient and accessible. Many are used 
at telephones to hold and organize notes 
and reminders. Memo clips are carefully 
manufactured and have a brightly nickel 
plated base 2 1/4” in diameter with a 
clasping arm 2-13/16" high, made from 
high quality tempered and polished stain- 
less steel. Memo clips are packed 12 
pieces to a box. 

Write now for prices. 


delivery. 


L.D. Van Valkenburg Co. 


HOLYOKE, MASS. 
Est. 1896 


immediate 


Quality 


Service 
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May 25-26 — NSOEA District 12, 
Yosemite National Park, Calif. 

June 1 — New England regional Whole- 
sale Stationers Assn. conference, Som- 
erset Hotel, Boston 


June 4-5 — NSOEA District 7, Hotel 
Duluth, Duluth, Minn. 

June 8-9 — NSOEA District 6, Nipper- 
sink Manor, Genoa City, Wis 





CLASSIFIED 
ADVERTISEMENTS 


_ Deadline for classified advertisements 
is the fifteenth of the 2nd month pre- 
ceding the month in which the magazine 
is issued. RATES: 25c a word. Minimum 
Order: $5.00. Names and address are to 
be included in the count. Initials or sets 
of figures are to be counted as one word. 








SALESMEN WANTED 





Representative needed for Chicago Metro- 
politan Area, Northern Illinois; also, for 
Ohio and Kentucky for well known line 
of Party Favors. Gift-Wrap Tie-Ons, 
Packaged Party Goods. Samples easily 
and quickly handled. Our Line should 
help sell your other lines to the station- 
ery and gift shop. trade Box 226, 
MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER, 405 East Superior 
Street, Duluth 2, Minnesota 5-59 


Representatives wanted to sell attache 
cases in both leather and plastic to the 
stationery trade. Protected territory, no 
objection to sidelines. Box 227, MODERN 
STATIONER AND OFFICE EQUIPMENT 
DEALER, 405 East Superior Street, 
Duluth 2, Minnesota. 5-59 


MANUFACTURER REPRESENTATIVES 
SOUTHERN AREA 
Nationally advertised line of safes and 
insulated files has opening for manue 
facturer representatives to cover Ala 
bama, Florida, Georgia, Mississippi, 
North and South Carolina, Tennessee, 
Immediate appointment available. Write 
furnishing complete details on existing 
lines caried and volume produced. S. 
Robert Brown, Protectall Safes, 320 Fifth 
Avenue, New York 1, N. Y 5-59 


MIAMI AREA REPRESENTATIVE 
Excellent opportunity for manufacturer 
representative calling on office furniture, 
stationery and locksmith dealers in 
Miami area representing nationally ad- 
vertised line of safes and insulated files. 
Top commission, protected territory, im- 
mediate opening S. Robert Brown, 
Protectall Safes, 320 Fifth Avenue, New 
vora i, BW. F- 5-59 


WANTED — Mfg. Representatives to in- 
troduce a brand new item for the draft- 
ing room. Write for details. Zik Mfg. Co., 
405 Atkins Ave., Lancaster, Pa. 5-59 





FOR SALE 





USED KINGSLEY STAMPING MA- 
CHINES FOR SALE. SOME _ LIKE 
BRAND NEW. TRADE-INS. WILL SELL 
CHEAP. HOWARD, 4445 W. Belmont 
Ave., Chicago 41. 5-59 


June 12-13) — NSOEA Distria 
Otesaga, Hotel, Cooperstown, Na 
June 14-17 —_— A! erican B okselle 
Assn. Convention Trade Exhij 
ham Hotel, Washington. D 


bit, She 
i 


June 15-16 — NSOEFA District 13, Grogs. 
ingers Country Club, Ferndale, N, ¥ 


Better Than Bargains 

@ In our beautiful city, the capitol of 
the United States, the merchants for many 
years have made the birthday of our first 
president an occasion for bargain hunting. 
It is quite amusing to see the long line 
of people waiting, sometimes all night, for 
the stores to open. 

Within the past few years conditions 
have reversed themselves, as everyone 
knows, and bargains and sales have becom 
a daily occurrence. We, as a dealer in 
office machines for the past 20 years, had 
to think of something different to make 
our sale pleasant and worthwhile. 

I am enclosing a picture of our sale 
and office staff, which I regret is not i 
color. We greeted our customers on th 
day of our Washington's birthday sale 
dressed in these traditional and very colot 


ful costumes. I am happy to say that 
idea was a success and we received 
free publicity on the air and in 
newspapers. : 
We read your magazine each month 

find many interesting items . . . I alt 
warding this letter and picture for 
is worth and hope that you will p 
it so that other merchants will 
that it (a special promotion) 1s 
while as long as you try to make it @ 
different. 

LEON WEINRAUB 

Leon Office Machine C0. 

Washington, D. C. 
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is provided 


for 
: literature and advertised products in this issue, simply circle the 
wate ine perforated cord below, fill in your name, business address and mail the 


/ERTISED PRODUCTS 


deco Products Div. of Natser Corp. — 

| filing supplies, catalog — page 49. 
deme Shear Co., The — Shear merch- 
gadisers — page 56. 
Systems Co. — Intercommunico- 
fon system — page 88. 
‘Addo-X, Inc. — Duplicator — page 62. 
Aigner, G. J., Co. — Loose leaf sheet 
— page 76. 
Allen, 8. C., Business Machines, Inc. — 
Adding machine — page 53. 

Wy Allen, &. C., Business Machines, inc., — 
Typewriter — page 52. 
Aivin & Co. — Drawing, drafting equip- 
ment — page 80. 

American Ribbon and Carbon Co., Inc. 
— Typewriter ribbons — page 51. 

WAnco Wood Specialties, inc. — Easels 
— page 78. 

ill Angler's Co. — Briefcases — page 75. 

I Ant Guild of Williamsburg, Inc. — Greet- 
ing cords — page 54. 

113 Badger, Inc, — Office machine stand — 
page 75. 

14 Barber-Colman Co. — Electric eraser — 
page 78. 

— we Co., The — Stapler — page 


We Bosch & Lomb Optical Co. — Mag- 
sifiers — page 44, 
17 fee Paper Co., inc. — Drafting papers 
= page 80. 
I Paper Co. — Office printing 
— page 65. 
raft Co., The — Bulletin boards 
- page 58. 
Arthur, & Bro., 
— page 85. 


inc. — Art 


information on new prod- 


121 Bulman Corp., The — Store fixtures — 
page 12. 

122 Burroughs Corp. — Adding machines — 
page 10. 

123 Chapel Art Studios — Christmas cards 
— page 81. 

124 Code Mig. Co. — Carbon paper, inked 
ribbons — page 37. 

125 Colonial Candle Co., Inc. — Candles — 
page 79. 

126 Control Systems, Inc.; Plus Dieh! Cal- 
culater Div. — Calculators — page 82. 

127 Coronet Thermogravers, inc. — Thermo- 
graved stationery — page 59. 

128 Craftint Mfg. Co., The — Painting sets 
— page 45. 

129 Cramer Posture Chair Co., Inc. — Office 
machine stands — page 50. 

130 Dunston Leathers, Inc. — Piciure frame 
— poge 87. 

131 Faber-Castell, A. W. Pencil Co., Inc. — 
Stick eraser — page 68. 

132 Eaton Paper Corp. — Record books — 
page 15. 

133 Ed-U-Cards Mfg. Corp. — Games — 
page 88. 

134 Esterbrook Pen Co. — Pen promotion 
— page 67. 

135 Fairway Products, inc. — Visual recorder 
— page 88. 

136 Force, Wm. A., & Co., Inc. — Daters — 
page 77. 

137 General Pencil Co. — Office pencil — 
page 73 

138 Gibson Art Co. — Recording system — 
page 55. 

139 Gibson, C. R., & Co. — Wedding book 
— page 69. 

140 Globe-Wernicke Co., The — Office fur- 
niture and equipment — page 3. 

142 Greentree Publishers, inc. — Christmas 
cords — page 81. 
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corresponding 
card. 


143 Guide System & Supply Co. — Transfer 
file — page 87. 

144 Gumption Products Corp. — Desk cleaner 
— page 82. 

145 Hamilton Cosco, Inc. — Executive chair 
— 4th cover. 

146 Hassenfeld Bros., inc.; Empire Pencil Co. 
Div, — Pencils — page 39. 


147 Heyer Corp., The — Stencils — page 
83. 

148 Higgins ink Co., Inc. — Ink — page 
77. 


149 Hoggson & Pettis Mig. Co., 
Ticket punches — page 86. 

150 Howard Stamping Machine Co. — Im- 
printing foil — page 48. 

151 Hunt, C. Howard, Pen Co. — Portable 
pencil —— page 86. 

152 International Paper Co. — Bond paper 
— page 4. 

153 Ketcham & McDougall, inc. — Tape, 
stamp dispensers — page 79. 

154 Koh-l-Noor Pencil Co. — Ball point pen 
— page 83. 

185 labelon Tape Co., inc. — labels — 
page 77. 

156 Leedall Products Mig. Co., Inc. — Type- 
writer ribbon — page 72. 

157 Liste Pencil Corp. — Marking pencil — 
poge 46. 

158 Little, George, Management, 
Show — page 35. 

159 Lowe, E. S., Co., Inc. — Chess sets — 
page 63. 

160 Maison Gourmet — Metal accessories 
— page 85. 

161 Maryland Cup Co. — Woter cups, dis- 
penser — page 73. 

162 Melind, Lovis, Co. — Seals — page 85. 

163 Midwestern Mig. Corp. — Ledger file 
— page 83. 

(Continued on other side) 
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This page is previded for your convenience. To obtain additional information on 
wcts, trade literature and advertised products in this issue, simply circle the 
number on the perforated card below, fill in your name, business address and 


ADVERTISED PRODUCTS 


(Continued from other side) 


164 Minnesota Mining & Mfg. Co. — Plastic 
tape — page 81. 

165 Modérn Steelcraft, inc. — Files — page 
36. 


166 Micropoint, inc. — Writing instrument 
— page 70. 

167 Nu Art Engraving Corp. — Christmas 
cards — page 77. 

168 Olivetti Corp. of America — Portable 
typewriters — page 16. 

169 Plan Hold Corp. — Vertical files — 
page 81. 

171 Print-O-Matic Co., Inc. — Duplicating 


173 Reynolds Decorative Foil Div. — Gift- 
wraps — poge 7. 

174 Royal Register Co. — Register forms — 
page 6. 

175 Running, Nile, Studio — Christmas cards 
— page 86. 

176 Sanford ink Co. — Stamp pad inker — 
page 64. 

177 Seneca Novelty Co., Inc. — Rulers — 
page 79. 
178 Shachihata Industrial Co., Lid., — Mark- 
ing pens, stamp pads — page 66. 
179 Stik-Teck Co. — Adhesive discs, tape 
— page 74, 

180 Van Valkenburg, 1. D., Co. — Memo 
clip — page 92. 

181 Ward, Samvel, Mig. Co. — Teen age 
ftems — page 57. 

182 Sterling Plastics — Adding machine — 
page 83. 


183 White & Wyckoff Mig. Co. — 
stationery — poge 89. 

184 Write, inc. — Carbon papers, ribbons 
— poge 76. 

185 Avery Label Co. — labels, correction 
tope — page 79. 

186 G R Products, Inc. — Movable partitions 
and walls — 2nd cover. 

187 Montag Bros., inc. — Writing papers — 
page 47. 

188 Oxford Filing Supply Co., Inc. — Filing 
supplies — page 91. 

189 Parker Pen Co., The — Pens — page 
84. 

190 Protectall Safes — Safes, insulated files 
— 3rd cover. 


NEW PRODUCTS 


Insulated File 
Storage Units 

Wall Safe 

New Chair Line 
Upholstered Furniture 
Steno Desks 

Heavy Duty Shelf Truck 
Radio Desk Set 
Drapery Fabrics 

Small Office Furniture 
Floor Fans 

Rubber Desk Guards 
Partition Sales Aid 
Bookcases 

Master Calendar 
Plastic Globe 

Storage Cabinet 
Room Divider 
Commercial Tables 
Records Storage Shelves 
Automatic Ship's Bell 


seneurshon — 








BUSINESS REPLY 


CARD 
FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.AR.. DULUTH, MINN. 











TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 


ied 


Adhesives Deal 

Margin Guide Addresser 
Electric Eraser 

Stamp Pad inker 








IMPERIAL MONEY SAFE 
Model 1217V 





CHALLENGER 
RECORD SAFE 
Model 5579C 





PROTECTALL SAFES 


320 Fifth Avenue New York 1, N.Y. 





PROTECTALL SAFES 3206 ith Avenve, New York 1, N.Y. 


CO I want more information on PROTECTALL SAFES 
2 Send me information on PROTECTALL’S NEW INSULATED FILE 
C) I want to be a PROTECTALL DEALER 


PROTECTALL SAFES 


NAME 


a division of The Mosler Safe Company COMPANY NAME 
THE GREATEST NAME IN SAFES FT a 


COT ine nd, CN EW... S$ FAT E 


VISIT OUR BOOTH A-123, NOFA SHOW, MAY 1-4, FONTAINEBLEAU HOTEL & AUDITORIUM, MIAMI BEACH, FLA. 
- - - for more details circle 190 on page 93 








A big, new executive chair 


value from f/7% SLa4 


(isit Cosco at NOFA 
‘Dooths 4520-1-2-3 

@ It's a red hot sales item... this big 
comfortable, fully-adjustable COS 
posture chair which you can retailj™ 
$67.95 with full mark-up! And it's backet 
by the largest full-color ad program if 
COSCO history! Just another big re 
son why it will pay you to stock a 
feature COSCO, the /ine that offers yé I 


more to offer! 


HAMILTON COSCO, INC., COLUMBUS, INDI 





e All prices shown are for Naugahyde upholstery 
(Zone 2, $71.95) Other fabrics slightly higher. 


\ | 1 | & (| I) 


din, eee |) 





28-TA, $59.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 


COSCO also offers comparable vaiues in 
($63.95)* ($46.95)* ($43.95)* ($21.95)* 


chairs, settees, sotas, tabies 


*(Zone 2: Texas and 11 western states) 





